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, Vv (a) a has not only proved a better 
. eee, safeguard for our property 

: and its earning power than 

other types of protection, but 

it has also saved us at least 


$3,000 a year. Y 


Station Manager 


KPTV, known as the “Pioneer Station,” was the first television 
station in Portland, Ore., the first anywhere with UHF, and the 
first to guard a remote transmitter against fire, burglary, and 
vandalism with ADT Automatic Protection. 

Throughout the building, entrance doors, windows, and all 
other accessible openings are protected by ADT Central Station 
Burglar Alarm Service. And to detect and report an outbreak of 
fire, the building is completely protected by ADT Aero Auto- 
matic Fire Detection and Alarm Service. 

These services, though less expensive than other methods, give 
better protection—assuring continuity of operation and the result- 
ing benefits to advertisers, viewers and employees. 

Whether your premises are new or old, sprinklered or unsprin- 
klered, you can protect them completely, effectively and economi- 
cally by appropriate combinations of ADT Automatic Protection 
Services. These include: Burglar Alarm, Sprinkler Supervisory 
and Waterflow Alarm, Automatic Fire Detection and Alarm, and 
Automatic Heating and Industrial Process Supervisory Services. 

For details, call our local sales office if we are listed in your 
phone book; or write to our Executive Offices. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 
A NATIONWIDE ORGANIZATION 
Executive Offices * 155 Sixth Avenue, New York 13, N. Y. 





He ably led, we gladly followed 


now, But time hasn’t touched him inwardly. 
still there, and the strong sense of calling 


Hi 
The old energy 
and the clear-eyed vision of the goal. He looks the part he’s 


'S PAST Seventy 


i great teacher, a moulder of men 
lalking to him now, you know why Dr. Solomon S. Huebner 


play ed such a hero's role in the building of today’s 


always playe d 


multi-billion dollar life insurance business. 


He never sold a dollar's worth of life insurance himself. But he 
ind inspired the men who have made the 


iles records of today. He gave us a sense of 


shaped the mind 
great life insurance 
our mission as handlers of dreams and hope s, not of dollars 

.in their moments of self-searching, think 


of Dr. Huebner 


and cents, Physician 
We 


It was half a century ago when young Solomon Huebner 


The 


of Hippo rat think — or should 


saw the yreat need for trai d young then in busin SS 
available; the training was not. He resolved 


ill that 


hen Were 
to ch ine 
MM hools 


He started from scratch. There were few business 


few textbooks, fewer teachers. So, when the 


then 
Wharton School announced a course 
Dr. Huebner as its guiding spirit, a new era had quietly 


begun, though not many people re alized it. 


in life insurance, with 


Feacher and students often learned together in 
those pioneering davs. The textbooks got written: 
many he had to write himself. Eventually the 
whole country and the nations of the world 


Vs 


ID Ye Bee 
ap 


began to feel the influence of Solomon S. Huebner. Some of 
his students becanx important in the bu ; world. Some 
what they had learned from him, 


But 


nie 
went out to teach to oth rs 
[hat would have been enough tor most men 
Dr. Huebner had just begun 

kor fourteen years, he had nourished a dream that wa 
finally realized with the chartering of the American Co 
of Life Underwriters. Now all young men who wi 
qualify for the profession of life insurance could be tested 
Here they 
could be trained in mind and heart for better service to 

ind their country. 


hed to 


for aptitude , Inteyrity, and willing to w ork 


themselves, their clients, their compan 


Many of us have climbed to success on the ladder which 


S.S. Huebner built for us. To show our gratitude, we 


offered him every honor at our disposal. He accey 
think he 


have 
ts them 


graciously, but being the man he is, we find 
ample reward in knowing that his work has made thousands 
And pe rhaps his greate st rew ird 
American 


in rhe if 


of other careers possible ; 


comes when he walks down a street in any 


town, and sees the self respecting familie 


self-respecting houses, and knows what a part life insurance 


has played in the confident rhythm of their lives 
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Why THE MAN OF LAW needs a life insurance specialist 


Considering the complexity of our society, it is not sur- 
prising that the average man is completely bewildered 
when confronted with a legal problem. That's why peo- 
ple put their trust in the men who understand and define 
our laws in their truest sense—specialized men who echo 
the integrity of our legal system. 

Specialization is no less important in other fields. The 
lawyer himself recognizes the need for sound, intelligent 
assistance in planning his life insurance. He seeks out a 
specialist who knows how to interpret the generalized 
advantages of life insurance in terms that answer specific 
financial needs and wants. He puts his confidence in the 
man who knows the best way to provide comprehensive 
protection for his family, security for his own future. 
That's why so many discerning men of law turn to the 
career underwriter representing The Union Central Life 
Insurance Company. 

As one of the most thoroughly trained specialists in his 


field, The Union Central underwriter knows how to ana- 
lyze a wide range of personal financial problems as diversi- 
fied as the many situations in which they occur. Equally 
important, he carries a folio of policies issued from birth to 
age 70 to meet every human need. 

And The Union Central underwriter is actively supported 
by a Company with a national reputation for progress, 
integrity and stability —-a Company which has encouraged 
family protection and individual financial foresight for 
over 88 years. Home Office research and planning con- 
stantly provide him with more and more effective ways 
of fulfilling his responsibilities to his policyholders. So 
get to know the specialist who represents The Union Cen- 
tral —the man who is really equipped to help you plan a 
sound, intelligent life insurance program. 


THe UNION CENTRAL Lire INSURANCE COMPANY 
CINCINNATI 


This advertisement, adapted from a prospecting brochure designed specifically for this field, is just one example of many ways 
The Union Central supports its underwriters with specialized promotional material to fit every type of life insurance market. 
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THE BEST VALUE SELLS 


The buyer decides what’s best—in appli- 
ances, automobiles, hosiery, toothbrushes. 
In insurance, the buyer wants more cov- 
erage, more service, more value. ‘The 
agent who once needed only a policy now 
needs many values. North America give 

value you can sell—Company leadership 
and resources; Flexibility in coverage 

Initiative in improving services; Vision 
in anticipating policyholder needs, Many 


advantages, one place—NorTH AMERICA 





Phiiadeiptia Fire 


NORTH AMERICA COMPANIES | 


PHILADELPHIA 1, PA. 


Protect what you 
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REPORT ON STATE FARM /Cloim Service 


RATIO OF LAW SUITS OUTSTANDING 
to Auto Liability Premiums Earned 
(1952-1954) 


AVERAGE OF 
240 COMPANIES 
LICENSED IN ILLINOIS 


aL 3.0 


PER $100,000 OF EARNED PREMIUMS 


\ | STATE FARM 


LOW RATIO of lawsuits outstanding testifies to the effectiveness of State Farm Mutual's claim handling pro- 
cedures. Here Mr. F. B. Coleman (left), Vice President and head of State Farm's general claims staff, and Mr. E. B. 


Rust, Executive Vice President, Operations, present a 3-year summary to the State Farm Executive Council. 


“PAY A DOLLAR WHEN A DOLLAR IS DUE” 


And pay it promptly. 

That's the golden rule of claim handling George 
J. Mecherle laid down when he founded State 
Farm Mutual Automobile Insurance Company 
thirty-three years ago 

That it's still the working philosophy of the 
company is well illustrated by a recent report 
in the National Underwriter( Automobile Insur- 
ance issue, May, 1955) 

In a three-year period, 240 automobile 
insurance companies licensed in Llinois 
earned a total of $3,417,511,499 in bodily 
injury liability premiums. The average 


6 


number of lawsuits outstanding per 
$100,000 of premiums for all these com- 
panies was 5.5... 

In the same period, though instring more 
cars than any other company, State Farm 
Mutual's average number of lawsuits outstand- 
ing per $100,000 in premiums was only 2.7! 

This achievement can be partly explained by 
State Farm's streamlined claim handling 
.. extensive claim adjuster and agent 
. continuous audit of claim 


methods 
training programs 

handling procedures 
But we like to think it’s just the natural 


result of practicing Mr. Mecherle’s rule: 
‘Pay a dollar when a dollar is due."’ A rule 
that’s helped State Farm grow to a posi- 
tion where it insures more cars than any 
other company in the world. 





Thies is another in a series of 
advertisements to acquaint you with 
State Farm Mutual Automo- 





state face 


bile Insurance Company, 
Home Office, Bloomington, [ili 
nois. If you want to ae more 
about any aspect of State Farm 
operations, simply write:” Diree- 
tor of Public Relations.” 
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The Life of Virginia Salutes Its 
1955 National Quality Award Winners 


Claire A. Bachmann 
J. Lawrence Bevans 
John D. Bissette 
James F. Brown 

A. L. Chavis 

Frank G. Childress 
James A. Coleman 
Robert H. Connock 
Wideman E. Durham 
Richard M. Earl 
Gordon E. Ellison 
Emery G. Fisher 
George H. Fletcher, Jr. 
Aubrey M. Foltz 


William L. Garretson 


James M. Harwell 
Robert W. Henry 

T. Braxton Horsley, CLU 
Edward C. Howell 

J. A. Jamison, Jr. 
William C. Jones 
Richard L. Jordan 
Wallace D. Ketcham 
Albert E. Killian 
John R. Laws 
Charles L. Ligon 

S. P. Mancuso, Jr. 
Carl A. Marsh 

E. Landon Meredith 


Myron A. Migliorino 


S. D. Montgomery, Jr. 
Ralph D. Murrell 

Frank P. Redman 

Leo H. Rice 

Abe Richman 

Billy Richman 

William |. Rosenthal, CLU 
Ernest W. Rowland, Jr. 
Richard A. Ruth 
Howard E. Smith 

Louis P. Stickley 
Claude V. Trafton 
Arthur E. Ward 
Malcolm H. Webb, Jr. 
Daniel L. Williams, CLU 
William P. Wootton 


TELE LIFE: —Snrurance Company 
OF VIRGINIA 
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RESERVE LIFE 
AHEAD OF 1954 
RECORD FIGURES! 


nIDSBS Reserve Life Insurance Company set 


three outstanding company records — in assets .. . in 
capital, surplus and voluntary contingency reserve funds 
. and cash benefits paid to policyholders. 


Now, in the first six months of 1955, Reserve Life is 
way ahead of even those sensational records. Assets 
have reached an all-time high of more than $39,164,- 
000.00. Capital, surplus and voluntary contingency re- 
serve funds now total more than $18,300,000.00, Such 
funds provide Reserve Life policyholders with an ade- 


quate safeguard for their investment. Since January 1, 
Reserve Life has paid out over $10,700,000.00 in life, 
hospitalization and disability benefits. 


Such record-breaking activities are customary at Reserve 
Life. The company has gained strength and solidity 
with every year, setting new records for over 17 years 
In fact, the success of Reserve Life has been judged 
phenomenal by authorities in the field. Success has been 
due largely to the sound value of its insurance, plus 
the good service the company gives its policyholders. 





ASSETS 
Cash and U. $. Government Bonds . 
Other Bonds 
State, County and Municipal $ 159,631.42 
Domestic Corporation . 4,535,939.95 
Canadian and Foreign . 65,727.48 
Stocks: 
Preferred . 
Common . 


$ 5,673,034.44 


4,761,298.85 


$ 890,936.69 
6,404,251.18 


First Mortgage Loans on Real Estate 


7,295,187 .87 
12,312,612.70 
5,552,475.04 

518,471.69 


Real Estote . , 
Policy Loans and Premium Notes . 


Secured by policy reserve 


Life Premiums Due and Deferred . 
Life premiums in course of collection, and bal 
ance of premiums due to complete current 
policy years. Proper offset liabilities are 
included in life policy reserves 


404,456.00 


Investment Income Due and Accrued . 227,635.00 
Other Assets : Bi ey 2,419,145.95 
Total. a ear: $39,164,317.54 





RESERVE LIFE INSURANCE COMPANY of DALLAS, TEXAS 


Statement of Condition as of June 30, 1955 


LIABILITIES AND CAPITAL 
Life Policy Reserves . $ 9,330,000.00 


This amount, with interest and future pre 
miums, will provide funds for payment of 
benefits as they become due 


Accident and Health Reserves 
Uneorned premium reserves for payment of 
future claims on accident and health and 
hospitalization policies 


Claim Reserves a a 
For incomplete and incurred but unreported claims 
Accumulated and Unpaid Dividends 
ft, Se ae 
Set aside for payment in 1955 to participating 
life policyholders eligible to receive them 
Also includes reserve for dividends left with 
the company to accumulate at interest 


Taxes Due and Accrued . ders 
Liability for 1954 taxes due and 1955 taxes accrued 


Other Reserves and Liabilities . 

Total Liabilities . 5 eee 
Ss Ss ea 5 RS 
Contingency Reserve 8,355,192.21 
Unassigned Surplus 9,000,000.00 

Additional Security 

to Policyholders ‘ 18,355,192.21 
I a Pee 


5,506,305.00 


3,119,501.35 


132,029.77 


751,905.78 


1,969,383.43 
$20,809,125.33 











RESERVE LIFE INSURANCE COMPANY 


4 Legal Reserve Stock Company 


Home Office: DALLAS, TEXAS - Regional Office: CINCINNATI, OHIO 
OVER 2,000,000 AMERICANS ARE PROTECTED BY RESERVE 
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Today’s market offers 


increasing opportunities to C.L.U.’s 


Enrollments in C.L.U. classes and study groups 
continue to climb! The past school year, for exam- 
ple, was a record-breaker. This year even greater 
enrollments are anticipated. 

Why? 

The observing Life insurance man knows the 
answer: Today’s market offers constantly increasing 
opportunities, particularly to the professionally 
trained Life underwriter. One well-known Life in- 
surance leader said recently: 

“The past ten years have seen more changes than 
the preceding hundred years—and the next ten are 
likely to be just as exciting.” 

There are new tax and estate problems and con- 
sequently new business insurance opportunities. 


Social Security . . . expanded Group insurance... 
accelerated interest in Accident and Sickness insur- 
ance ...and higher income levels throughout the 


entire market. 


All these developments and many more are a 
challenging invitation to the man who wants to 
make a career of Life insurance. 


If you have not already enrolled in a Chartered 
Life Underwriter class or study group—this is the 
time to do it. You will find a welcome awaiting 
you anda fine opportunity to exchange experiences 
with other ambitious Life insurance men and women 
who recognize the growing importance of profes 
sional preparation for today’s insurance service 


needs. 


COPYRIGHT 1066-—-METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 
| Mapimson Avence, New York 10, N.Y 
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The vast majority of forest fires are the result of just plain carelessness. Be a good 


sport when you are in the woods, Crush out your smokes. Break your match in two. There’s No Substitute 


Drown your campfire. And when motoring, don't toss lighted matches, cigarettes, 


for Personal Service 


cigars or pipe ashes out of car windows. 
& 


This advertisement is one of a series in the interest of saving lives and property, | In nothing else that you buy is per- 
Reprints of this advertisement will be furnished without charge upon request. ian tee ae i 
is good business to buy from a local 
agent. He can fit policies to your 
| individual needs—combine cover 

A TNA INSURANCE GROUP ages to save you money—change 
policies on an instant’s notice to 

AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO | meet changing requirements. Best of 
| all, if you face an emergency and 

THE CENTURY INDEMNITY COMPANY * STANDARD INSURANCE CO. OF N. Y |  meed quick advice on what to do 


HARTFORD, CONNECTICUT your local agent is no farther away 
than the nearest telephone 


Follow these time-tested rules: 








CONSULT YOUR AGENT OR BROKER 


This advertisement also appears —in color — in TIME, NEWSWEEK, TOWN THINK FIRST OF THE AETNA 
JOURNAL, NATION'S BUSINESS Clinton L. Allen, President 
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In addition 


from & ¢ A c é a Again this year hundreds of Acacia Fieldmen will enjoy 


earned vacations at company expense as a reward for out- 
standing production. Many of them will also qualify for 
their wives. 


In 1955, two of the country’s most luxuriou 
vacation spots will be the scene of Acacia’ 
regional agency meetings. Qualifying fieldme: 
from the eastern half of the country will meet 
beginning August 24th at the internation 
ally known Greenbrier Hotel, White Sulphur 
Springs, West Virginia 


se 


2 _ 


Acacians qualifying from the western United 
States will meet beginning September 6th at 
magnificent Tahoe Tavern on the shores of 
beautiful Lake Tahoe in the famous Sierra 
wonderland of California. 


Acacia’s conventions offer an opportunity for healthful relaxation while serving to 
bring the company’s nation-wide agency organization together in the spirit of 
good fellowship and mutual helpfulness. Every Acacian who attends these con- 
ventions receives much valuable training and information to help him further his 
career as an Acacia representative. 


Excellent Agency management opportunities are available. Write to: 


ACACIA MUTUAL LIFE INSURANCE COMPANY 


Harry J. Shaffer, Agency Vice-President 
Home Office, Washington 1, D. C. 
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You can see both sides of National Life’s history 
symbolized in this seal. 


On the one side... we are a company with our 
foundations set solidly in the granite hills of Vermont. 
Our company is among the “elder statesmen” of the 
life insurance business... ranking 9th in age among 
over 900 companies in the United States, Only 8 are 
older... but none is more youthful in spirit, more 


alert to progress. 


Progress is the other side of our story. 


Since its founding in 1850, National Life has 
been tested by wars, epidemics, panics, depressions 
and has emerged from them all with a constant growth 


in assets and general strength in the insurance field. 


Steadily National Life has expanded its nation- 
wide service. It is 22nd in size in the country with 
more than $600,000,000 in assets and with over a 
billion and a half of life insurance in force. We are 
proud of this, not only because of the progress it 
represents, but because more than 240,000 Americans 
have chosen our mutual company to help them 
achieve financial independence. Our liberal dividend 
performance record has placed National among the 


very foremost low-net-cost companies in America. 


Yes, we take pride in both sides of our story 
...in our solid foundation in Vermont as well as 


our nationwide strength in service. 


National Life of VERMONT 


Inducance Company : Vontpelier 


FOUNDED IN 1850 A MUTUAL COMPANY OWNED BY ITS POLICYHOLDERS 
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How Happy Can You v Be? 


You'll Never wih Until You 


_ The GOLDEN RULE COMPANY 


(\) COMMISSION on 15 leading contracts. MONEY-MAKING SALES PACKAGES. New! PACKAGED TRAINING PLANS. New! Amaz- 
(\) i term vested renewals. Cash bonus Colorful! Dynamic! Plus a new, easy-to- ingly simple! Easy to use! A quick 


and extra renewals to your agents for use Brain-Book and Brain-Kit, Your money-maker for new or old agents! 


recommending new agents agents can't miss! 


Agenc vildin 
Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL Opportunities in 
Arizona. California OEY ETT 


THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Carl Mitcheltree, Pres, Ben F. Hadley, Vice-Pres. & Sup't of Agents 
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JAMES ROBERTS 


became District M anager 


within 4. years under 


General American Life’s 


practice of 


PROMOTIONSEEN 


| — 


General American Life has shown a 
steady growth in insurance in force 
during the past five years thus pro- 
viding new management opportuni- 
ties for its representatives. 


GROWTH OF INSURANCE 
IN FORCE 


1954 $1,824,127,950 
1953 $1,556,268,382 


1952 $1,381,726,532 


1951 $1,261,475,338 


1950 $1,212,849,895 


Roberts joined the Adam Rosenthal Agency, St. Louis, in 
1949, produced $318,000 business his first year, made the 
Million Dollar Round Table in 1953. Advancing from 
within, he qualified for District Manager, and last year 
moved into the agency management field without having 


to leave his own community. 


For full information about the LSF 
Training Program, write to Frank 


Vesser, Vice-President. 


General American Life 
INSURANCE COMPANY 


2) One of the nation’s leading mutual legal reserve companies 


St. Louls, Mo. 
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OPPORTUNITY KNOCKS 


The origin and organization of The Union Labor Life Insurance 
Company is such that it attracts an exceptional and lively interest 
from a wide class of insurance buyers—both individual and 


group. 


Many doors are open to the ULLICO agent. giving him an 


excellent opportunity for high level income. 


The ULLICO agent is aided in developing and closing business 
The ULLICO agent led leveloping lel g | 


by the numerous and valuable leads that are regularly cleared 


through the Home Office — plus the active assistance and co- 


operation of trained field representatives. 


The professional life insurance underwriter interested in 
ULLICO’S potential has an outstanding chance to build perma- 
nent financial success—and a career with one of our nation’s 


fastest growing life insurance companies. 


THE 
UNION LABOR 


Life Insurance Company 


200 East 70th Street New York 21, N. Y. 
EDMUND P. TOBIN, President 
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e have increased 
the opportunities 
of our Career Life 
Underwriters with 
the addition of 
accident—sickness 
and hospitalization 

insurance 


GREAT SOUTHERN 


Lite Insurance Com pany 
Founded 1909 


Home Office +« Houston, Texas 
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‘ 66th YEAR 


Be Ben, ) 
Five nity ano Derosit company 


~_/ Maryland 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 
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You love them... 
protect them ! 


Designed for the support of Great-West Life representatives, this poster will 
appear in over 60 cities throughout the United States and Canada during 1955. 
The message “You love them . . . protect them!” is a reminder of the 


foremost obligation of life insurance to provide protection for the 


family against the financial hazards of the future. 


Outdoor advertising is an example of the support given Great-West Life 


representatives in their sales and service activities. 








>) 


You love them... 


: bared Se 


ie 


ASSURANCE COMPANY 
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A New England Mutual General Agent answers some questions about 


the value of C.L.U. t ‘aining 


What do you find most valuable about your 
own CLU training? 


“It has given me a professional life insurance educa 





tion, confidence in myself, and an ability to serve my 
clients more effectively, Today's insurance-wise public 
expects an agent to be a well-informed financial ad 
visor. The best way to live up to this expectation is to 


study for your CLU.” 


How does CLU training differ from company 
training? 


“CLU training complements our company training 
We train our men in the various ways life insurance 
can be used, and how to sell its use to their prospects 
Then we find that CLU training goes on to give our 
men a broad general knowledge of business and estate 
problems and increases their capacity to serve a 


substantial and varied clientele.” 


How does New England Mutual help its agents 
study for their CLU? 


“We provide financial support for CLU training on 
both the general agency and the Home Office 
levels. And we're especially interested in encourag 
ing CLU’s to continue their study of life insurance 
at the Institute’s yearly post yraduate course at the 
University of Wisconsin. In recent years New 
England Mutual has had a strong representation at 


these sessions. 


What’s the first step an agent should take to 


. P P . > ; ; |? 
Speaking from experience is Frank Dedman president ue t his CLU ° 
of New England Mutual’s CLU Association. He has been 7a 
a CLU for nearly fifteen years, and is General Agent for Write the American College of Life [ nderwriters, 


the New England Mutual in Oakland, California 3924 Walnut Street, Philadelphia, Pennsylvania, 
They ll give you the details and answer any other 


questions you may have 


me NEW ENGLAND ¢ fi , MUTUAL 


Life Insurance Company of Boston 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
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. . y ; 
It’s easier to sell our Comprehensive Personal Here’s a : —— 
timely tie-in ==. | — 





Liability policy because everybody appreciates : 23 
and needs its broad protection*, particularly now rt le festured in our | aii * Our CPL Policy provides: 


monthly sales help for —-———~——~ 





during the active summer months. our agents, “Mailroad to Prorrrs $10,000 broad protection 
It offers practical, field-tested sug 
gestions it's typical of how we 
help our agents meet today’s new Payment for defense costs 


give you the opportunity to develop other business! competition Year-round protection for 


, : ; $250 medical payments 
It’s a door-opener policy! [t will get you in—will 


liability for sports activi- 
ties, occurrences on or off 


SERVING AGENTS FOR OVER 70 YEARS premises, acts of children 


or pets—just about any 


personal activity 
anywhere 
Low premium: $10—$15, 


3 years for 2% annual 
COMPANY FIDELITY * SURETY * CASUALTY * INLAND MARINE Proms 
HOMEOWNERS * ACCOUNTANTS LIABILITY * AVIATION - 


100 Broadway * New York 5, N.Y. 
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In 1776, when 


Thomas Jefferson signed 
The Declaration of Independence 
in Philadelphia, he wasn’t thinking of 
''NET COST’’ 
He was thinking of Freedom... 


Independence at home. 


In 1955, to many clients of Philadelphia 
Life representatives, Independence at home 
means THE HOME GUARDIAN. 

A custom made plan to fit any mortgage, 

it guarantees that which is still the greatest 
of American watchwords: 


Freedom at home. 


if Philadelphia ‘i ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


William Elliott, President Joseph E. Boettner, C.L.U., Vice-President 


OVER A QUARTER OF A BILLION OF INSURANCE IN FORCE 

















NORTH AMERICAN 


CASUALTY AND SURETY 


REINSURANCE 
CORPORATION 


161 EAST FORTY SECOND STREET 
NEW YORK 17,N. Y. 
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Render 


nn adde “al 


Gal 


Today’s insurance market is booming 
as never before! [ncome levels are on the up- 
swing ... and with them goes an ever-increasing 
demand for the dependable protection that only 
life insurance can give. Opportunities for pro- 
fessionally-trained life agents are unlimited! No 
wonder enrollment in C.L.U. classes during 
1954-55 increased 24% over the previous year! 
And the 1955-56 enrollment promises to be even 
bigger than ever! 


If you’re not already a C.L.U., why not make 


The weleome will be warm... 


an agent in- 
70% on the 


it your goal? By becoming a C.L.U., 
creases his business by more than 
average. He gains added prestige and an enviable 
professional standing in his community. And 
nearly one-half of the men who wear a C.L.U, 
key at the present time are In management posi- 
tions with their companies. 
* * * 
Enroll in a C.L.U. class or study group now! 
and the oppor- 


tunities are unlimited! 


NEW YORK LIFE 


INSURANCE COMPANY 


A MUTUAL COMPANY (N "ul 
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FRED A. SMART 
GENERAL AGENT 
DETROIT, MICHIGAN 


Annually, since 1934, the Equitable Life of 
lowa has recognized, by its Master Agency 
Builder award, pre-eminence among its 
general agents in matters of organization, 
production, conservation, average size 
policy, and other major factors of agency 
building. Once attained, the Master Agency 
Builder award cannot again be won until 
three other general agents have subse- 

% quently qualified for the award. 


_ Fred A. Smart, general agent in Detroit 

| since 1926, Master Agency Builder award 

WH) winner of 1955, qualified for that ranking 
Company honor in 1947 and 1951. The De- 
troit Agency, under Mr. Smart's direction, 

in oes moines was the Company's leading agency in paid 
production in 1950, 1951, 1952 and 1954. 



































F quirasie LIFE INSURANCE 
COMPANY OF IOWA 
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THE AMERICAN FAMILY PROTECTION 


builds your sales volume 


from Present Accounts 


by Insuring ~#@ of a client’s risks! 


















































Increase your sales volume... . | ee | Dramatically—consistently—these 
build a complete framework of pro- powerful pieces give him logical, ob- 
tection for your clients with the 


jection-proof reasons why he should 
American Family Protection Plan. 


protect his family completely—now. 
Selling this Plan is made easy for They prepare a prospect to listen . . . 
wats tow Amsanioun’s tasted Gales Peo and to buy an American Family Pro 
motion direct-mail pieces. Long be- tection Plan designed for his means 
fore you see your prospect, he receives a series of and precise needs. Why not send for free informa- 
personal messages from YOU alerting him to the tion on the volume-producing American Family Pro- 


pitfalls of inadequate insurance coverage. tection Plan? Mail the coupon below now. 


THE AMERICAN INSURANCE GROUP Public Relations Dept. C4 


15 Washington Stree A 


Send me free details on the American Family Protection Plan 


and how it can increase my sales volume. 


Newark 1, New Jersey 


THE AMERICAN INSURANCE CO. - BANKERS INDEMNITY INSURANCE CO. 
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it all co 


for my family, too! > 


Fg 


26 MILLION DOORS 


ack to me... | 


k 
es, | have all my money bac 
Se $9 much protection 


AGE 65 pen 
A \ at ; 


for your family ~ 
Before Age 65 
afrer Age 65 
{instead of refund) 

iF YOU QUIT 
in 10 yoors, for exsenole: 
A completed contrac! or 
Or, @ cash or loon 


WF YOU DIE 
$ 944400 


‘910,341.00 


$ 2,999.00 


$ 1,891.00 


iN 
coupon below and jet us te? 
ae wr faenil 
1 wee ol wore for you end vo ¢ Farety 
you how 


BUSINESS MEN'S 


E 
ASSURANCE 


Home Kenses City 41, Mo. 
ma. Bide, 
Office: & one 
than 70 pri 
Offices in more 


omg wow” 
f 
Mens Assurance Componry 
n 
M. A. Building 
Kansos City 41, Mo 


| 
\ 
| 
| 
| 


! 


This is B.M.A.’s current full page, color advertisement in The 
Saturday Evening Post. Similar messages will appear, 
throughout the year in national magazines like Newsweek, 
Coronet, Better Homes and Gardens, U. S$. News & World 


Report, telling the story of B.M.A. protection OVER and 
OVER and OVER and OVER! 


THE SPECTATOR 





The 





Go West. Mr. Executive — 


HAVE just returned from a business trip to 

the Midwest and I had the pleasant oppor 
tunity to call upon many of the insurance com 
pany executives located in that region. I wa 
greatly impressed by the cordial reception | 
received in each of these companies and also 
with the lack of that formality and protocol 
which is so prevalent here in the East. 

Many of our Eastern insurance company ex- 
ecutives could do well to pattern their public 
relations efforts after those of the Midwestern 
company executives. To like a company execu- 
tive and his company, you must know them. It 
was Will Rogers who said, “I never met a man 
I didn’t like.” 

When we as representatives of the trade 
press call, it is not our purpose to waste your 
time. Our time is valuable, too. Certainly, it is 
always our prime purpose to sel! you on the 
merits of THE SPECTATOR and our staff. We 


want you to be familiar with our publications, 


but we are also most anxious to find out more 


about you and your company and its operations. 


Much of the false information that some- 
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UBLISHER'’S 
COMMENTS 


times circulates in the insurance busine 
could be stopped if the representatives of the 
trade press had a more open entree to the “ivy 
towers” of management 

The Midwestern executives are easy to meet 
| enjoyed thoroughly the exchange of ideas and 
after each visit I personally had picked up a 
new idea or two. It is my firm belief that the 
ideas and comments picked up on my trips en 
able us of THE SPECTATOR staff to better serve 
the insurance industry. 

Isolation leads to deterioration. The ex- 
change of ideas through associations and in 
dustry organizations has been characteristic 
of the insurance business. When company ex 
ecutives isolate themselves, their companies 
cannot continue to enjoy a growth comparable 
to the rest of the industry 

I would publicly like to thank all those Mid 
western executives who were so cordial and at 
the same time I would like to suggest that some 
of the executives of our Eastern insurance 
giants follow the fine example set by their 
Midwestern counterparts. 


THOMAS J. CASPER 
Publisher 





for your information 


selected news items from industry and business of importance for 





By RAY M. STROUPE, Washington Bureau 





PROPOSED LEGISLATION IN CONGRESS would make the military enforce more 
stringent rules on insurance sales to servicemen. A House 
group has charged the Army with laxness in providing safe- 
guards for its men, particularly in Europe, against agents of 
poorly supervised companies. 











PRODUCTION OF ABOUT 12,000 PLANES of all types this year is predicted 
by the Aircraft Industries Assn. The total, which will trail 
that of 1954 by a few hundred units, is to include some 8,500 
military planes. Employment in the industry has slipped below 
the 800,000 level. 











COMPETITION FOR MARINE INSURANCE COVERAGE of foreign-aid cargoes was 
ordered restored by an amendment to the foreign-aid bill. 
It called for an end to a situation wherein nations receiving 
aid have refused to allocate dollars for insurance, thus 
freezing American insurers out of the field. 











ENACTED IS A LAW REPEALING a 1954 tax code provision allowing businesses 
to deduct from taxable income reserve funds to meet antici- 
pated future expenses. The same law removes an allowance for 
deferring tax payments on income received for services to be 
performed in later years. 











AN EMPLOYEE INJURED WHILE AWAY FROM HIS STATE of residence, the U. S. 
Supreme Court rules, may seek compensation in more than one 
State. This specific decision would permit an employee to 
draw benefits in his home state and file a damage suit for 
negligence in the state where he was injured. 











CUSTOMERS BOUGHT GOODS PRICED AT $15.3 BILLION from retailers in May, 
spending more than 20 pct of the total for automotive prod- 
ucts. Outlays for general merchandise amounted to $1.5 
billion. Hardware and building materials sales accounted for 
another $1.2 billion. 





CONGRESS CONSIDERED IN JULY A NEW LIMIT on filing of special unemploy- 
ment insurance applications by veterans of the Korean War. 
Applicants would have to file within three years after release 
from service, and in no case later than Jan. 31, 1960. Labor 
Dept. urged the restriction as an economy measure. 








SUCCESS IN REDUCING ON-THE-JOB INJURIES has won the National Safety 
Council Award of Honor for the Navy for the fifth time. In 
1954, the period covered by the newest award, the number of 
disabling injuries was held to 2.27 per million work hours 
exposed, compared with 2.64 in 1953. 
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Great, Big, 
Beautiful Boom 


Performance of most major in- 
dustries in the first six months of 
1955 was so impressive that gov- 
ernment economists are forced to 
revise their earlier estimates of 
production and sales for the year. 

Forecasts made last winter indi- 
cated a good year was ahead, but 
it’s admitted now that predictions 
made at that time look overly cau- 
tious. In many lines, says the econ- 
omists, new records are going to 
be posted. The present official out- 
look is as follows: 

Steelmaking pace will be swift 
through the end of summer and 
fall, though output may be a little 
below that of the first six months. 
Advance orders continue strong. 

Automotive firms are well on 
their way to a 7-million-car year. 
Truck production will be close to 
the 1950 record of 1.33 million 
units. Trailer output is 63 per cent 
above the 1954 rate. 


Ins. Cos. Protest 
Bill on Stock Records 


Filing of financial reports and 
management data of insurance 
companies with the Securities and 
Exchange Commission would dup- 
licate the record-keeping func- 
tions of state insurance depart- 
ments. 

In part, that is the position 
taken by the life insurance busi- 
ness regarding a Senate bill to 
amend the Securities Exchange 
Act. The amendment would re- 
quire companies whose stock is 
traded in the over - the - counter 
market to register with SEC. 

There is no quarrel, life insur- 
ance men emphasize, with the prin- 
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HEN Congress returns it 
W win be very conscious 
that 1956 is an election year. 
Legislation that affects the per- 
sonal welfare of large numbers 
of people will receive preferen- 
tial attention. Social security 
and accident and health insur- 
ance are two matters that fall 
into that category. 

Since the average age of 
wives is three years under that 
of husbands, an argument is 
provided for making women 
eligible for social security bene- 
fits at 62 years when their an- 
nual earnings do not exceed 
$1,200. This will cost some $2 
billion. The principal issue in- 
volved is whether the money 





by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


raised by increasing 
security tax or by 


shall be 
the social 
outright appropriation. 

Group accident and health in 
surance for government person- 
nel involves some 10 million 
persons, on a basis of four in 
the average family. 

A larger area of voter appeal 
is involved in the pending health 


reinsurance bill. 


Since insurance companies by 
law must make public their 
financial data the proposal to 
apply the same regulations to 
union welfare funds has strong 
support. These are among the 
problems with which the next 
session will have to wrestle. 





ciple of keeping the public in- 
formed on the operations of any 
corporation offering investments 
to the public. They insist, however, 
that state supervision of the in- 
surance field is so detailed and 
thorough there is no need for SEC 
to assume the role of watchdog 
over the companies. 


Military Survivors Bill 
Gets Ins. Revisions 


Military survivor benefits legis- 
lation scheduled for House action 
in July contained six important 
principles carrying the endorse- 
ment of life insurance industry 
representatives. 
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for your information 


soth the American Life Conven- 
tion and the Life Insurance Assn. 
of America notified the select com- 
mittee which drafted the measure 
of their support for these prin- 
ciples: 

1. Full coverage of military per- 
sonnel under the Old-Age and Sur- 
vivors’ Insurance system on a con- 
tributory with immediate 
insured status. 

2, Recognition of service pay 
differences in computing depen- 
dency and indemnity benefits. 

4. Standards of parental depen- 
dency for figuring eligibility for 
dependency and indemnity com- 


basis, 


pensation, 

4, Ending of Federal Employees 
Compensation Act benefits for re- 
servists and placing their survi- 
vors on an equal basis with sur- 
vivors of members of the regular 
forces. 

5. Termination of the right to 
buy government 
discharge from service except in 
specified cases. 

6. Efforts to simplify and inte- 
grate the over-all system of sur- 
vivor benefits. 


Congress Considers Bill 
On Texas City Payments 


Legislation debated in Congress 
this summer would prohibit reim- 
bursement of insurance companies 
for payment of damage claims re- 
sulting from the Texas City dis- 
aster of 1947. 

A bill approved by the Senate 
provided that individual 
presented by victims or their sur- 
vivors must be considered respon- 
sibilities of the government. Some 
570 persons were killed and 3500 
injured when two 
with ammonium nitrate fertilizer 
exploded 

Special 


claims 


ships loaded 


jurisdiction would be 
given a U. S. district court to de- 
termine validity of the claims. The 
court would appoint masters to 
decide the amount to be paid in 
the various cases. 
Reimbursement of insurance 
firms which have paid loss claims 


30 


insurance after 


was a point of contention when the 
bill was under discussion by the 
Senate Judiciary Committee. A 
Justice Dept. spokesman told the 
lawmakers his agency does not ob- 
ject to legislation affording relief 
for individual claimants. 

The agency, however, opposes 
payments to insurance companies, 
holding that the risks they in- 
curred were in the normal course 
of business and that the disaster 
government 


was not caused by 


negligence. 





GROSS 
SAVINGS sy INDIVIDUALS 


IN THE U.S. 
16.40 
BILLIONS , 
OF DOLLARS 


12.5012.85'3:49 














1951 1952 1953 1920 10 40 
PER QUARTER ~ 1954 
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Civil Defense Needs 
Spotted in June “Raid” 


Existing plans will have to be 
revised in considerable detail if 
American civilians and industry 
are to be given the maximum pro- 
tection possible in event of an H- 
bomb attack. 

This much was revealed during 
the mid-June simulated attack on 
61 U. S. cities, Federal Civil De- 
fense Director Val Peterson ad- 
mits. He tells Congress he consid- 
ers the practice alert realistic, but 
he has found a number of inade- 
quacies in the program for mass 
evacuation and for aiding the in- 
jured and homeless. 

Communications difficulties 
arose during the exercise. Food 
and whole blood supplies were not 
adequate to take care of the num- 


ber of “casualties” incurred, and 


too few doctors were available. 


FRB Sees Stronger 
Financing for Business 


The ratio of liquid assets to cur- 
rent liabilities has risen for U. S. 
strengthening the 
financial position of business this 


business thus 


year, as analyzed by the Federal 
Reserve Board. 

During the first half-year, cor- 
porate holdings of cash and U. 8. 
government securities were some- 
what lower than at the end of 1954. 
However, the FRB finds the reduc- 
tion smal! in comparison with the 
decline in the first half of recent 
years. Some types of short-term 
corporate debt have increased, but 
that ratio of net worth to total debt 
has improved. 

Corporate security offerings for 
new money were neaily 40 per cent 
larger in the first quarter than in 
the first three months of 1954. 

Manufacturing companies of- 
fered an unusually sizable volume 
of new-capital securities in the 
January-March period. Trade, ser- 
vice, and construction firms sold 
more securities than in the com- 
parable months of 1953 and 1954, 
but offerings by electric, gas, and 
water utilities were smaller. 


Trend Indicates Record 
In Bank Mergers This Year 


Bank mergers this year may 
total about 240 if the rate for the 
first four months is preserved. 

The projected total for the year 
was brought out recently in testi- 
mony before Congress by Federal 
Reserve Board Chairman Martin. 
Calling attention to a sharp in- 
crease in mergers in the past few 
years, he said there were 81 in the 
January-April period. 

In 1952, bank mergers numbered 
100. There were 116 the next year 
and 207 in 1954. Mr. Martin views 
mergers as the major factor, since 
1933, in the gradual decline in the 
number of banks. 

This trend has been the subject 
of lengthy consideration by the 
FRB. As one result, the agency has 
recommended antitrust law 


changes that would make for 


closer government control over 


mergers. 
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How the Mighty May Fall 


NE of the comments that Adam possibly 
QO made to Eve, when they were discussing 
long ago the advisability of eating the apple, 
was “We live in an ever-changing world.” With 
one single exception, that venture of the dwell 
ers in Eden had a more serious after-effect on 
the lives of all mankind than any chance mortal 
ever undertook. Despite the evil that befell a 
a result of that first test of the delights and 
benefits to be derived from apple eating, the 
men and women who have lived down the ages 
upon the lustrous pages of time were those who 
were not content to pursue worn roads or to be 
guided solely by tradition’s star 

Renown and reward have been won always 
by those who chose new paths. Men who like 
Columbus, chartered a way over unknown wa 
ters, have inspired others to adventure for the 
common good. The law that tribute is to be 
paid initiative and enterprise, established in 
ancient years, has never been challenged. It 
holds true now as ever in any era or decade 
When occasion comes to you as the captain of 
some argosy, however calm the course and 


profitable its promise, do not hesitate but dare 


to pioneer down any lane that promises a 


rendezvous with oppertunity to rise to new 
heights of service and to aid the greater num 
ber in attaining a better, nobler way of life 
Be not afraid to listen to the secret counsel 
trite though it be—“We live in an everchanging 
world.” 

Babylon and Athens, Caesar and Mohammed 
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ylorious as they were, faltered and fell when 
their dreams became stabilized and they no 
longer envisioned new goals and conquests 

In pursuing a study recently of the foremost 
life and property insurance companies, it wa 

surprise to learn that six among the fifteen 
largest producers of new life insurance had 
displaced six of the old established but con 
servative carriers. The new comers to the elit 
each had pioneered with a coverage designed to 
meet the requirements of modern living. Six 
other than life companies, also among the fif 
teen which had the largest premium writings 
vere new to top listing. They had reached 
eminence by adopting policies which met the 
needs of “the ever-changing world.” 

“Be not the first by whom the new is tried, 
nor yet the last to lay the old aside” is wise 
counsel for man as well as enterprise. But to 
continue among the great, leadership must not 
rely on cautious wisdom but must heed the 

vice of the intrepid and with new tools and 
new ideals and new courage, “Be bold, be bold 
and everywhere be bold.” You may be big and 
trong today and well entrenched, but Corbett 
vith a new science made a has-been of Sullivan 
Rockne at West Point revolutionized the strat 
eyy of football replacing the Eastern Orthodo» 

th the more spectacular play of the West 
The stand pat Giants have been left far behind 
The world today differs 


from that of yesterday and requires new vision 


the heads up Dodyers 


and new direction for its mastery 


A fel: Cocoa 
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A Factual Approach to Insurance Marketing 


Part Ill—Decisions on 


Should a company add a new policy to the line it 
sells? Or, should current policies be revised with 
endorsements to provide new coverages? Should 
new coverages be sold separately or in a package? 
Marketing research can—and often does—play an 


important part in answering all these questions. 


By FRANK LANG 
Frank Lang & Associates, Chicago Ili. 


Copyright 1955: Frank Lang & Associates, | N. La Salle St., Chicago, Ill. 


‘Ss are our agents not push- 


ing harder? is a typical question 
every insurance executive asks pe- 
riodically. To give him an adequate 
answer may well necessitate asking 
a more fundamental one: “What are 
the reasons policyholders or agents 
are somewhat indifferent to the 
types of policies which our com- 
pany offers?” An insurance com- 
pany must have a good contract be- 
fore it can make a sale. This con- 
tract must not only be adequate 
from the point of view of the policy- 
holder, but the company must be in 
a position where it can adequately 
service it. Management in both com- 
pany and agency ranks is contin- 
uously looking for answers to many 
questions involving both the lines 
of insurance which it is considering 
entering as well as types of protec- 
tion which it is now selling. What 
are some of these questions and 
how can facts be obtained to answer 
them? 
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Exhibit |—Diagram of the plan by which a consumer goods manufacturer develops and adopts new product ideas. Reprinted with 
permission from article by H. J. Barnum, Jr. in Dun's Review and Modern Industry, June, 1954 


low deductibles on a group basis 
Would your company be willing to 


experiment with a new idea such as 


this? 
a O e Often company management is 
discouraged from attempting a new 


venture because of lack of actuarial 

experience or poor results from re 

lated coverages. This attitude is un 

derstandable as insurance manage 

ment must act in the nature of a 

: ; trustee for policyholders’ funds 
What New Type of Coverages its salability. Still progressive companies are find 
Should be Developed? Protection against the cost of ing new ways to overcome some of 
Insurance can use the various catastrophic medical expense was the problems which have scared off 
tools marketing research provides once considered a sizeable hazard. others. For example, executives of 
to explore the possibilities for new A progressive life insurance com- accident and health companies have 
coverages just as industry has been pany, however, tried an experiment long known about the need as well 
applying them for many years in the everal years ago by issuing insur as demand for some non-cancellable 
development of products. Some in- ance against major medical ex nrotectio et o a few companie 
dustrial organizations actually rely penses to their own employees ear! sis Se peg 20 et gir 
on their research activities to initi- ing over $5,000 a year. As ther protection in view of poor experi 
ate suggestions for new products to were no actuarial data available ence, One solution now being tried 
complete the manufacture of a line, they watched their experience care is a guaranteed renewal accident 
fill in a merchandising program or fully and from market studies, they and sickness policy which, however, 


; 


open new markets. Others leave the found not only a need for th 0 permits the company to change rate 
decision to develop a product up to erage but a strong public desire to on a class basis only. Here is a prod 
a specialized group and rely upon buy it. Based upon all this evidence uct innovation which may well an 
marketing research mostly for de- the company decided to market it wer a definite need 

cisions as to whether the potentiali- generally and it apparently has 
ties of the contemplated product been very successful. An increasing New Line Group 

would be sufficient to justify the number of companies are offering One approach an insurance or 
expenditures for development and this line of insurance whereby pro yanization could use in deciding on 
distribution. Once management ha tection is made aval le not onl new lines would be to set up a prod 
made a decision to market a new for the exe ve gr but also to ict development committee. Thi 
product, research can again provide those 1 wer income brackets coul consist of representatives 


the facts on whether it should be ome « ies are even planning uarial, agency, legal, 


; 


‘ft as it is or changed to increase ' iedical care 
left as it is or changed to increase li medical care with Continued on Page 68 
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Governors Salute 


Ps 


Leroy Collins 


LEROY COLLINS 

Governor of Florida 

Naturally, I am a firm believer 
in insurance. It plays a vital role 
in the economy of our nation. It 
offers personal and business se- 
curity. It offers security against 
illness and sudden death. It offers 
security for advancing age and 
have 


for our families after we 


“crossed the bar.” 


ED C. JOHNSON 


Governor of Colorado 


There are few freedoms greater 


Ed C. Johnson 


than the mind which 
comes with providing security for 


peace of 


our loved ones. 

Added to the protection afforded, 
is the savings feature of all insur- 
ance. Thus, does it become an en- 
couragement for thrift today in 
providing for the future. 

Many a family has been saved 
by sound insurance investments, 
many an education has been fur- 
thered, many an economy has been 
preserved. Insurance is a necessity 
for everyone! 

Due to the uncertainties of life 
and the certainties of death, added 


“Protection, | 
“Savings, 
“Investments. 


George M. Leader 


to the shifting positions of eco- 
nomic strength, insurance is both 
prudent and necessary. 


GEORGE M. LEADER 
Governor of Pennsylvania 
Insurance is every American’s 

personal plan for security achieved 
through voluntary initiative and 
sacrifice. It has become an indis- 
pensable element in the considera- 
tion of the average citizen’s action 
to establish for himself and for 
his family financial independence 
from future economic and social 
hazards. 
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With its great impact upon the economic and social life of our 
State and our Nation, | am happy and proud that the insurance 
industry is centered in the State of New York 

The security of the American home and the faith of our people 
in their future are to a considerable extent based on the fact that 
their investments in insurance policies provide them with financial pro 
tection against misfortune. 

The insurance industry, one of the largest in our nation, makes an 
even greater contribution to the health and vigor of our national 


economy through its services to our individual citizens 


AVERELL HARRIMAN 


> 
tae 
: . § 
Governor of New York 2 ae J 


who have given statements to THE SPECTATOR ’ 


Endorsed by a Grateful Nation | 
LEO A. HOEGH 


Governor of lowa 


We in lowa are tremendously in- 
terested in insurance. First of all, 
of course, as individuals we recog 
nize the valuable protection which 
adequate insurance coverage can 
vive us, and [ personally am of the 
opinion that there is no known 
substitute for a good insurance 
plan. It is the only real answer to 
the average man’s problem of sav 
ings and security. 

Our second reason for being in 
surance minded in lowa is, of 
course, due to the fact that our 


Leo A. Hoegh Marvin Griffin 


Insurance is a primary form of the national standard of living 


protection for his loved ones, his ir Nation has grown great be 


home, his profession, and for his of the unbounded confidence 


business; it is the fruitful result Americans share in the future and 


of a man’s cultivation of the good the confidence we all have in out 
‘ 


habits of self-resourcefulness and ure use of our provi 
saving. Insurance is every man’s action in the present to pl: 
guarantee of the continuance of nd meet the unforeseen 
his family’s welfare beyond the ies with which the pa 
span of his own lifetime. time confronts both the liv 
The voluntary investment of our person and a nation 
fellow Americans in various insur- | consider insurance a nece 
ance policies contributes strongly voluntary supplement to publi 
to the economic well-being of the cial security conceived and 
community, the progressive growth tained by every prudent Americ: 
mind Joe Foss 


of industry, and the improvement his fa 
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Victor E. Anderson 


Walter J. Kohler, Jr. 


State Governors Salute 


capital city of Des Moines is one 
of the really great insurance cen- 
ters of America and the world. Our 
insurance companies have been 
leaders in building our Great State, 
and we are proud and grateful for 
the contribution they have made. 


MARVIN GRIFFIN 

Governor of Georgia 

It is a genuine pleasure for me to 
give you my hearty endorsement of 
insurance and to assure you that 
we appreciate the value of insur- 
ance for personal security and for 
the large investments made in 
Georgia by insurance companies. 

In our state we have many local 
companies which have enjoyed re- 
markable growth and we also have 
represented here virtually all of 
the big companies of the country 
serving the insurance field. 

We can attribute much of our 
building activity, which has been 
phenomenal in recent years, to the 
cooperation of the insurance com- 
panies which have placed invest- 
ments here. 

Income of Georgia citizens an- 
nually is now approaching the 
$500,000,000 million mark—half a 
BILLION dollars. 

At the present time Georgians 
upwards of $6,000,000,000 
Dollars) of life in 


have 
(Six Billion 


surance in force. 

Let me wish for you continued 
success in your promotion of the 
movement to inform all our citi- 
zens in this country about the 
value and the necessity of carry- 
ing insurance. 


JOE FOSS 

Governor of South Dakota 

Life insurance is another one of 
the many privileges that are af- 
forded those of us who enjoy the 
American way of life. It is each 
man’s investment in the tomorrow 
for himself and loved ones. Like 
many of our privileges today, it 
should not be taken for granted, 
but should be regarded as a duty 
and a responsibility. 


VICTOR E. ANDERSON 


Gevernor of Nebraska 


Life insurance is a part of our 


democracy and the American way 
of life. 

Through life 
family can practice saving, build 


insurance every 
up an estate, educate their chil- 
dren, protect their business and 
their families if the wage earner 
is taken away. 

Life insurance companies have 
been built on a sound foundation 
and have stood the test of time as 
investments. 


one of our safest 


Allan Shivers 


They contribute a very important 
part to our national economy. 

I sincerely believe every Amer- 
ican family should seek as much 
protection as they can afford, 
through life insurance. 


FRED HALL 

Governor of Kansas 

Insurance, of all kinds, has be- 
come an integral and essential part 
of America. It is doubtful that 
America could have reached the 
great heights without the principle 
of insurance. 


WALTER J. KOHLER, JR. 

Governor of Wisconsin 

We in Wisconsin believe in self 
reliance and thrift, as is testified 
by the fact that we have a treasury 
surplus and have recently reduced 
our state income taxes 

Thus I can speak for Wisconsin 
citizens generally, as well as for 
myself, in endorsement of life in- 
surance as a sound means of pro 
viding family security. Life insur- 
ance is one of the keystones of the 


American way of life. 


JAMES E. FOLSOM 

Governor of Alabama 

| believe that the primary reason 
for my strong belief in insurance is 
that it offers protection and secu- 
rity to a group of people who 
would not be able to accumulate 


the means for this protection and 
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Dennis J. Roberts 


security without the investment 
plan life insurance offers. 


ALLAN SHIVERS 

Governor of Texas 

Life insurance today is recog- 
nized as a necessity for the Amer- 
ican citizen. Its popularity and im- 
portance is emphasized by the tre- 
mendous growth of the insurance 
industry. 

More than 90,000,060 people now 
have recognized the value and 
soundness of life insurance by ob- 
taining policies on their lives. 

I always have been a firm be- 
liever in life insurance both as an 
investment and as a means of se- 
curity. It is something that can be 
possessed by people in all walks of 
life. Life insurance has grown into 
an American tradition. It is an im- 
portant factor in our American 
way of life. 


DENNIS J. ROBERTS 

Governor of Rhode Island 

Life insurance protects both 
against the hazard of early death 
and against want in old age. It is 
so much a part of our daily life 
that we take its benefits for 
granted and do not stop to realize 
that our country would be en- 
tirely different without the bene- 
fits which flow from it. 

I am a firm believer in life insur- 
ance and I am pleased that per 
capita ownership of life insurance 
in Rhode Island is far above the 
national average. 

Continued on page 53 
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Senators Call Insurance ‘Basic’ 


EDWARD MARTIN, U. S. Senator, Pennsylvania 

Life insurance has been instrumental in teaching Americans the 
habits of thrift, of protecting the future of the home and of the 
families of policyholders, and of providing against the unpredicta- 
ble hazards to the welfare of the policyholders themselves. 


ESTES KEFAUVER, U. S. Senator, Tennessee 

In expressing my approval of life insurance as a means of thrift 
and economic stabilization I would like to quote Benjamin Franklin 
who remarked that: “A policy of life insurance is the oldest and 
safest mode of making certain provisions for one’s family. It is a 
strange anomaly that men should be careful to insure their houses, 
their ships, their merchandise, and yet neglect to insure their lives, 
surely the most important of all to their families, and more subject 
to loss.” 

Today life insurance is one of the mainstays of the American 
economy. More people than ever before realize the protection and 
savings that may be obtained through this medium 


H. STYLES BRIDGES, U. S. Senator, New Hampshire 

It is my conviction that life insurance is one of the greatest social 
and economic influences in our everyday life, and being available in 
some form to everybody in America, it is the most practical guar- 
antee of the future welfare and happiness of the children of 


America 


HARRY F. BYRD, JU. S. Senator, Virginia 

I have always regarded life insurance as an evidence of thrift, 
savings and foresight. 

No federal program can replace the great American institution 
of life insurance with respect to these virtues. 


ALEXANDER WILEY, U. S. Senator, Wisconsin 

I have always been an advocate of life insurance. | believe every 
individual who has loved ones dependent upon him owes it to him- 
self and to his loved ones and to the community to build a reservoir 
of savings and security. Life insurance will do that very thing. It 
not only reinstates in practice the ancient virtue of thrift, but it 
pools the individual resources of a majority of the nation 


OLIN D. JOHNSTON, U. S. Senator, South Carolina 

It has come to my attention that you are dedicating one of your 

ues each year to the program of life insurance. | think that this 
is a great work you are doing and I want to lend my sincere endorse 
ment to this issue of your pape! 

Life insurance has meant so much to me that during my service 
in France in the First World War I continued to send my insut 
ance payment home on each quarter so that my family would be 


fully protected during this time 


RICHARD B. RUSSELL, JR., U. S. Senator, Georgia 

Life insurance has contributed as much or more than any other 
single factor to the establishment of the high standard of living 
enjoyed by the American people. 

Not only is insurance one of the best investments that anyone 
may make, but through insurance we may create security and pro 
tection for those for whom we are responsible 

Continued on page 54 





Insurance and the 


From Lambertville, N. J., home of an impor- 
tant theatrical pioneering organization—the 
“Music Circus"—come these every-day ex- 
periences with insurance by the performers 


and staff of that successful organization. 


By JEAN JOSEPH ROBINSON, Associate Editor 


Betty O'Neil, Arthur Barnett, and Iggy Wolfington rehearse 
"Anything Goes" for their appearance at the Music Circus. 


‘ won't work,” St. John Terrell 


was warned in 1949. “Just throw- 
ing money down the drain.” But it 
did work—his idea for putting on 
Broadway musical comedies in a 
tent where the audience sits in a 
circle all the way around the stage. 

This year, seven successful sea- 
sons later, St. John Terrell’s Music 
Circus at Lambertville, N. J., will 
play host to 180,000 theatre-goers 


The excitement of the circus and the glamor 
of the theatre combine in this night view 
of the Music Circus tent at Lambertville 


Anne Waugh in 
Me and Juliet" 
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Music Circus 


during eighteen summer weeks. 
Eleven different plays will be shown 
and sometime during the summer 
the Music Circus will sell its mil- 
lionth ticket, quite an accomplisna- 
ment for an enterprise for which 
the experts had predicted quick 
failure. 


Commercial Birthplace 


But there is more to the story 

St. John Terrell, who founded and developed the Music Cir 
cus, has found, in insurance, protection from disaster and 
security for the future. Above he visits with his favorite lion 


than the success at Lambertville 
The Music Circus is also the com- 
mercial birthplace of the modern 
“arena” theatre. In 1949 theatre-in- 
the-round was merely an experi than twenty other arena-tent thea plays in the lives of the people w 
ment, tried out in one theatre with tres were in operation thi immer, make it such a success, 
150 seats and not attempted com- spanning the nation from New En Stuffing a goodly supply of pape 
mercially. Terrell and his group gland to California. Since Lambert and pencils into my briefcase, | set 
proved that shows could be com- ville’s Music Circus was the pioneer sail for Lambertville to see the 
mercially popular in “arena” thea in this modern summer-theatre up fabulous Music Cireus and to find 
tres. Now arena presentations dot surge, I decided to look backstage out what the producers and player 
the theatrical landscape across the or rather beyond the tent flap—for thought of insurance 
nation both winter and summer. the insurance angle, for the part I climbed aboard a bus run by 
In fact, the success of a new idea that insurance plays in an organiz; Music Tours which takes New York 
can often be gauged by the number tion such as the Music Circus and ‘rs like me to Lambertville. A short 


of its imitators. At last count more more importantly for the part it later we rounded a bend in 


eee, 


Endorsed by a Grateful Nation 


y 


we 


4 : Pe 
; Pua, 


Penny Malone in Dick Rogers in David Aiken in John Elliot 
“Anything Goes Me and Juliet Me and Juliet 


in 
An ythirg Goes 
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Insurance and 
The Music Circus 


the road, and I caught my first 
vlimpse of the Music Circus tent. 
Like a huge mushroom it loomed 
up against the sky on top of a hill 
overlooking the Delaware River, 
and placid in the distance. 
Everything was like an old-world 
sright twinkled 
about the tent. A ferris wheel fes- 
tooned with colored bulbs revolved 


cool 


carnival, lights 


merrily, and hot-dog stands invited 
the people pouring out of cars and 
buses every minute. 

The Music Circus was even more 
fabulous than I had imagined, But 
even more interesting was St. John 
Terrell, the founder of the 
Circus and the granddaddy of the 
musical in-the-tent. Mr. Terrell, or 
“Singe,” as his friends call him, is 
one of those people you hear about 


Music 


“ ” 


who have “done everything 

As a child he was intrigued by 
the stage and began his career by 
burning down the family garage in 
an attempt to learn fire eating. He 
eventually did learn and joined a 
carnival as a first rank fire gargler. 
And he can still do it, too! 

After a 
photographer, he went on to become 
number athletic 
Jack Armstrong 

Then Singe headed for New York 
and got a part in 
“Judgment Day,” toured 
late Walter Hampden’ 
company and played in 
Anderson's “Winterset,” 


stint as a newspaper 


radio’s one hero, 


Rice’s 
with the 
repertory 


Elmer 


Maxwell 


idea Came Overseas 


When the heavy hand of Uncle 
Sam clapped Singe on the shoulder 
he became a pilot in 
Transport Command until he was 
discharged due to injuries. It was 
when he was with the U.S. O. in the 
Pacific Area that he conceived the 
idea of putting a musical on in a 
tent. A mixture of Army brass and 
red tape gave the idea indigestion, 
but Singe never forgot his scheme 

And here it was, the Music Circus 
seating 1,600 people in comfort and 
cooled by the breezes that drift in 
and out of the tent 

“IT genuinely believe in insurance 


the Troop 


as a necessity today because we all 


40 














have responsibilities which are 
much greater than any one person 
can Singe told me. 
“Some people may try to get along 
insurance. For me, that 
taking too big a risk. 


cushion the 


bear alone,” 
without 
would be 
I want insurance to 
blow when it falls. 
“If it doesn’t fall, if my 
tions here get by without any seri- 


opera- 


ous disasters, I still want to share 
the blows that hit others in 
business. We in show business really 
believe in sharing the other fellow’s 
troubles when we can. Even if my 
organization doesn’t have to collect 


our 


on our policies, I like to feel we’re 
helping out in the disaster that has 
struck some other theatre. If you 
don’t mind the phrase, 
gives us a chance to have 
security” in the theatre trade 
everybody chipping in premiums 
which can be used to put some burn- 
ed out theatre back in business,” 
Another music circus in Neptune, 
N. J. 
now part of Singe’s organization. 


insurance 


collective 


began as an affiliate, but is 


When the cast of one show closes in 
Lambertville, it moves on to capti- 
vate audiences in Neptune. 
Another affiliate of the Circus is 
in Sacramento, Calif. A few years 
ago, when Earl Warren was Gover- 
nor of California, he and his family 
saw one of the shows. They liked it 


Arthur Gerold, business manager, “overlooks” 
his boss, Mr. Terrell as they sit on the steps 
to one of the circus wagons that have become 
offices beside the tent at the Music Circus. 


so much that Singe reserved seats 
for their party. The Governor at- 
tended regularly during the season. 

After a walk around the grounds 
I took my seat and saw a most ei- 
joyable performance of “Me And 
Juliet.” The performers were every 
bit as good as the original Broad- 
way cast, and I had seen that pro- 
duction. The audience was informal- 
ly dressed—we spotted one gentle- 
man sporting Bermuda shorts. The 
performers, about whom Ill speak 
gave everything they 


more later, 


had, 


Staging Simple 


Secause the stage is in the center 
of the tent, the players make their 
entrances and exits from the aisles. 
Props are kept to a minimum, and 
fresh, vi- 


be 


the performance has a 
brant quality about it that can’t 
captured in most regular theatres. 

In the circus wagon, which serves 
as an office, I found Arthur Gerold, 
young business manager of the en- 
terprise, knee deep in the compli- 
paperwork that helps the 
Music Circus run smoothly. But he 
wasn’t too busy to tell me what he 
thought of insurance coverage. 

“T had never thought much about 
life insurance until an agent showed 


cated 
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It's a crowded night beneath the “umbrella” 
tent used by the Music Circus. Here we see the 
tent's special feature—supports radiating from 


each pole well above the a idience’'s eye-level, 


me the whole picture re 
it all fits together. 
“T was trying to sell a man ina 


ently. Now 


nearby town the idea of buying the 
He 
Insurance 
if I had 
all that I needed. On the way home, 
I got 


‘house’ for one performance 
to life 


agent and casually asked 


happened be a 


to thinking and later called 
him for more figures. 


Insurance Program 


“He 


tire program for 


came over then with an en 
We had 
County 


me 
Bucks 
It 1s 


just 
built a home in and 
the mortgage on protected in 
the plan. He showed me how my GI 
| co ild ex 
the ir 
pre 


benefit 


insurance fitted in, what 


pect under Social Se ty, 


url 
terest on the money 
miums, and all 
And the policy 


can 


I paid in 
the other 
is flexible 


when I can 


oO that it 


be amended afford 


more Insurance 
“T’m all 
like the 
all the parts of my personal finance 
to give me a full ‘package’ of life- 
time security.” 
After talking about 


sold on insurance now, l 


way it can bring togethe) 


insurance, | 
asked Gerold more about the a ] 


the 


physical construction 
first 


regular ¢ 


tent. 
they 
but 


of 


During the 1949 


Ircu t 


year, 
had used a 


ent 
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the 


einge 


that it obscured 
from a number of 
to Chandler, the 


plan 


found view 


seats went 
tent maker, with a 
“umbrella” tent o1 
which he and Chandler now hold the 


patent 


for an 


Two main poles stand close 


to the radiat- 
that 
poke 


don’t 


stage and from these, 
the 
Since 


vel 


outw ard, 
the 


above e 


Ing are 


tent 


Spoke . 
the 


they 


ipport 


are fal ye le 
hide the 

After having the fine 
duction of “Me And Juliet,” | 
with 


stars 


stage 

seen pro 
Wa 
iaturally 
F 


Oo! 


intrigued the idea 
the 


views on 


Bert Yarborough 


meeting and getting Director 


tne insurance 


Wilson, lovely 


“Jeanie” of the play, told me 


Oscar 
Music 


Kosarin 


Patricia youns Director 
abo it 
which has included much 


She 


fortl 


her career 
vork on the leyitimate 


heduled to 


coming 


taye 
appear in the 
Hammerstei: 


What doe 


Rogers and 
musical, “Pipe Dream.’ 


ot 


insurance? 
a wonderful feeling to know 
well protected DY 


that 


‘re insurance 


have feeling in our fami! 
ause there is a fine policy carried 
my husband 
A couple of times | have 
and that urance ha 
I don’t know 


It he 


and othe 


the company vork 
hee i 


in come to 


our rescue, what we 


the 


kinds of in 


do without it 


» of life 


is shown 
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Messages from U. 8. Presidents 


GROVER CLEVELAND 

President 1885-1889, 1893-1897 

Get a policy, and then hold on to 
it. It means self respect. It means 
that nobody will have to put some- 
thing in a hat for you or your de- 
pendent ones if you 
snatched away from them. 


42 


should be 


in Seven Decades 


These ten presidents of the United States of 


America, spanning 70 years in our nation's 


history, have written their endorsements 


of life 


THEODORE ROOSEVELT 

President 1901-1909 

Life insurance increases the sta- 
bility of the business world, raises 
its moral tone and puts a premium 
upon those habits of thrift and 
saving which are so essential to 
the welfare of the people as a body. 


insurance for THE SPECTATOR. 


AW Pap 


WILLIAM H. TAFT 

President, 1909-1913 

A man in office, without means, 
must abandon the hope of making 
the future of his family luxuri- 
ously comfortable. All a man can 
do under existing circumstances to 
safeguard his family is to get his 
life insured. 
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NE of the clearest evidences of the faith of our people in the 


free institutions and the future of America is the fact that 


90 million of our citizens own life insurance policies. Their owner 


ship of life insurance is more than a 304 billion dollar bulwark of 


family protection. It is also a kind of thrift which provides produc 


tive capital, This capital, invested in farms, factories, homes, trans 


portation, utilities and other resources, helps to give this nation 


the economic power needed to buttress freedom in the world 


President of the United States 


WOODROW WILSON 

President, 1913-1921 

If a man does not provide for hi 
children, if he does not provide for 
all those dependent upon him, and 
if he has not that vision of condi- 
tions to come, and thet care for the 
days that have not yet dawned, 
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’ 
Endorsed by a Grateful Nation 


(Clr a 


which we sum up in the whole idea 
of thrift and saving, then he has 
not opened his eyes to any ade 
quate conception of human life 


We are in this world to provide not 


only for ourselves, but for others, 


and that is the basis of economy 


WARREN G. HARDING 
President, 1921-1923 


Perhap 
opinion of the value of life insu: 


I shall best expre m 


ance when I tell you that I took out 
my first policy as a youth of nine 


teen [ have found policie a 


pretty heavy burden upon my re 
ources at times, especally in 
earlier years, but I have alway 
found them to be very comforting 
possessions and, if I had my life to 
k ¢ 


live over again, I would seek to 
take more rather than less 


CALVIN COOLIDGE 

President, 1923-1929 

There is no argument against 
the taking of life insurance. It 
established that the protection of 
one’s family, or those near to him, 

the one thing most to be desired, 
and there no medium of prote: 
tion that | 


ance. Our government has given 


better than life insur 


close attention to the insurance 
ompanies, and they are on so sure 
foundation that it is in substance 
guaranty method of our people. 


15 





Messages from U. S. Presidents in Seven Decades 


( 


HERBERT HOOVER 

President, 1929-1933 

Insurance offers men and women 
an opportunity to pool the financial 
effects of chance misfortunes, and 
is also a good medium for saving 
and investment. The wide distribu- 
tion of insurance in this country 
is an invaluable factor in our daily 
life and is, I believe, one of the 
finest results of our national de- 
velopment. 


FRANKLIN D. ROOSEVELT 
President, 1933-1945 
The advantages of life insur — 
ance, manifest every day in every 
community, cannot be discounted. 
This form of insurance is part of 
our modern life. To carry adequate 
life insurance is a moral obligation 
incumbent upon the great majority 
of citizens. 


HARRY S. TRUMAN 

President, 1945-1952 

[ am now, and I always have 
been, a believer in life insurance. 
| have tried to carry out that be- 
lief in practice. Besides Govern- 
ment War Risk Insurance, which I 
obtained in the First World War, I 
have policies in several old-line 
companies. 

Even a poor man can build up an 
estate with life insurance. When 
he does create such an estate, he 
can feel real satisfaction in know- 
ing that his family is protected if 
anything happens. 
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For the professional sportsman, insur- 
ance means security and a hold on 
the future. These baseball players and 


racing drivers tell, in their own ways, 


how they use 


insurance programs. 


Always a Winner in Sports 


Johnnie Parsons 


JIM WILSON 

Pitcher, Baltimore Orioles 

The most important thing a 
man can do for his family is to 
provide for their security in the 
event of his death. Life insur- 
ance is the best way of providing 
this protection, and at the same 
time it is an excellent way to save 
for the future. 


LEN DUNCAN 


AAA Midget Auto Racing Champion, 
1953 


As one who makes his living in 
one of the most hazardous occupa- 
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tions, automobile racing, I find it 
impossible to think of entering 
competition without — sufficient, 


proper insurance as_ protection 
for my wife and children. 
entering racing than 20 


years ago, I always have been a 


Since 


more 


sincere believer in life insurance. 


JOHNNIE PARSONS 

AAA National Champion, 1949 

Winner Indianapolis Race, 1950 

Having been a race driver for 
many years, I know the benefits 
of personal insurance, but as a 
race track operator I realize even 
more fully the necessity of spec- 
tator insurance. The liability cov- 
erage offered today makes the pro- 
moter feel secure that his loyal 
patrons are adequately covered in 


the event of an emergency 


PEEWEE REESE 

Shortstop and Captain, Brooklyn 

Dodgers 

To me life insurance is alway 
a winner. Baseball players, like 
all professional sportsmen, can- 
not be sure how long their money 


Whether 
short or long, 


making years will last. 
our careers are 
however, insurance can win for 


us freedom from financial worries 


Pee wee Reese 


In its position as a protector 
of the future, insurance makes a 
hit each time at bat. In case of 
death, it wins security for the 
enables 

Or, if 


amily left behind and 

them to carry on as a unit 
you choose a retirement policy, in 
surance wins for you the peace of 


mind of knowing that finances 
will not trouble these non-working 


Veal 
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Parke Levy 


PARKE LEVY 


Creator and writer of CBS-TV's 
“December Bride" show 

Life insurance salesmen may 
argue this point with me, but as 
far as | personally am concerned, 
life insurance needs no “selling.” 
It is something a man of concern 
knows he should have. Can a man 
say “no” to security, to protection, 
to savings? Of course not. Can he 
divorce himself from the possibil- 
ity of his eventual death when his 
family will need a substitute for 
his income? Certain!y not. This is 
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Behind the bright lights of the entertainment 


world, insurance plays its vital part. Here 


many well known entertainers relate for 


SPECTATOR readers their own opinions about 


the value and the necessity of insurance. 


Shannon Bolin 


the feeling I have always had on 
life insurance. That's why I and 
my wife and children need never 
worry. | was an easy—no, an eager 


customer. 


JERRY COLONNA 

Comedian 

Before every trip, | took out ad- 
ditional insurance. I am heavily 
covered in all forms of life, acci- 
dent and annuity insurance. It is 
a “must” for anybody in show 
business or radio and is the easiest 
way for us to save for retirement. 


Jan Murray 


SHANNON BOLIN 


Featured singer and actress in 
Broadway hit, “Damn Yankees" 


Insurance plays a leading role in 
life’s cast. In Act I, 
insurance gives them the confi- 


our parents’ 


dence to strike out for a future 
without fear of insecurity, and 
protects us, as children, from fac 
ing many hardships. In Act II, 
when we enter the adult world of 
marriage and family, endowment 
policies build our resources into a 
“future fund” for that rainy day. 
And in Act II], which ends with 
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| heartily recommend life insurance as a worthwhile purchase. It is 


omong the wisest investments possible. | have stressed its importance 


in my family as it was taught to me by my parents. 


It is a basic requisite in our nation's economy, making for construc 


tive business cycles. Life insurance's values are observed in many ways. 


They provide funds for the future education of our children, offer 


an important measure of financial security for the family, and the 


beauty of peace of mind. 


Life insurance bolsters community welfare, too. It is the impetus 


that permits dependents to progress with confidence without stress of 


money worries. 


It is a responsibility which the family man must explore. But pur- 


chases of life insurance are responsibilities one can be proud of. 


Fred Waring 


the final curtain, life insurance 
guarantees additional monies to 
keep the family in financial com 
fort while allowing the family to 
contribute to the community and 
nation. 

For my money, insurance rates 


top billing! 


JAN MURRAY 


Comedian and television master of 

ceremonies (Dollar A Second) 

Insurance buttresses every phase 
of my life. My personal well-being 
and appearance (the standard 
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JANE PICKENS 
TV-radio singing star 


Guy Lombardo 


equipment of any entertainer) are 
nsured against any drastic occur 
rence. My family, home, car, and 
property are also well-protected 
This relieves me of fear—the type 
of gnawing fear worrying about 
security can cause. Insurance, I 
find, is the greatest protection 
against the 
also protection against the inevita 
ble—old age. Like many others, | 
have already benefited a hundred 
fold from insurance. It is probably 
the best 


made. 


unforeseeable. It is 


investment I have ever 


FRED WARING 


Orchestra Leader of 

“Pennsylvanians” 

To me, life insurance is a com 
mon-sense necessity of benefit to 
both young and old. Either as a 
means of investment and saving, 
or a8 & means of accepting one’s 
responsibilities in full, life insur 
necessary as other fun 


aunce 18 a 


damental needs of present-day 


living 


GUY LOMBARDO 

Orchestra Leader 

I have heard it said by some un 
thinking persons that people in 
high income brackets do not need 
life insurance because their other 
investments amply provide for the 
future of their loved ones. | can 
honestly say that life insurance 
has been my first concern and my 
Naturally I have 


invested in other fields, too, but 


first investment 


not before making sure that my 
family and loved ones were com 
fortably taken care of by my in 
national 


surance. | believe our 


prosperity depends in good part 
upon the manner in which we in- 
ure that after we—the wage earn- 
ers——pass on, the ones we leave be- 
hind will be well provided for 


Continued on page 57 
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William 5S. Paley 


Edward L. Buckley 


Paul Terry 


Insurance Gains Top Priority in 


WILLIAM 5S. PALEY 

Chairman of the Board, Columbia 

Broadcasting System, Inc. 

Life insurance is one of the 
built-in safeguards and supports 
of our American economy. 

To many millions of our citi 
zens it provides a means of plan- 
ning consistently to meet future 
conditions. Because of the va 
riety and flexibility of the plans 
offered, life 
made to serve a wide range of 
both the expected and unexpected 


insurance can be 


needs of individual citizens and 
of those for whom they wish to 
provide. 

The cumulative effect of these 
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Business and 


Businessmen who daily evaluate financial operations. 


millions of individual life insur- 


ance programs helps to. give 
strength and stability to our econ- 
omy as a whole. I believe life in- 
surance will continue to play this 
important role in our growing and 
expanding economy in the years 


ahead. 


LARRY MACK 


President and Founder of Sienderella 
International 


I have always been insurance 
minded and have stressed its sig- 
nificance to my family. It is, too, 
a valuable asset for the business 
man and for international organ- 


izations, such as ours. 


Of course, life insurance paves 
the way for financial peace of 
mind and future security for the 
family. It builds protection and 
the thrift habit for 


young and old. For the family 


cultivates 
man, life insurance is a prime 
requisite while it offers the chil- 
dren the tools with which to ac 
quire an education. 

Life insurance enables the indi 
vidual to establish an estate and 
thus leaves the family man free 
to engage in other enterprise 
which might lead to good finan 
cial returns. And we should not 
overlook that 
the community, the state and the 


insurance permit 
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William Black 


Family 


give reasons for 


nation to enjoy a stronger eco 
nomic picture and a better stand- 
ard of living. 


EDWARD L. BUCKLEY 


General Manager, Hotel Roosevelt, 
New York 


Life insurance plays an impor 
tant part in the stabilization of 
our nation’s economy. It is reas 
suring to know that the funds in 
vested by life insurance compa 
nies are being put to use in areas 
where they can be the most effec- 
tive and can make the most sub- 
stantial contributions to our eco- 


nomic health and welfare 


August 1955 


maintaining 





Eddie Rickenbacker 


Budgets 


adequate insurance. 


To the individual American 
whose self-reliance is so much a 
part of his way of life, life insur 


ince is of inestimable value in 


helping him to help himself to 


ecurity and independence 
I know of no better material 
provision for 
with confidence than life insu 


ance 


PAUL TERRY 

President, Terrytoons Inc., 

New Rochelle, N. Y. 

When it comes to good health 
life’s most precious possession— 
peace of mind is as important 4a 


requisite 


facing the future 


Larry Mack 


And there is nothing that creates 
better than life 


It allows a man a clear 


peace of mind 
insurance 
path in life, a chance to build for 
himself and his family without 
the fear of financial insecurity for 
his loved ones when he passes on 
It gives a man a chance to live 
unworried in the present and t 
plan for the future. There is no 
more valuable product a man can 


Duy 


M. W. CLEMENT 


Director, Pennsylvania Railroad 

Life insurance enables the in 
dividual, on his own responsibil 
ity, to practice thrift while pro 
viding for both the immediate and 
future protection of h family 
Life insurance is a great Ameri 
can institution that has grown out 
f two of our great cardinal prin 
ciple thrift and self-reliance; 
ind so lor these two prevail 


0 | the American way of life 


WILLIAM BLACK 


President, Chock Full O' Nuts Coffee 
Corp., and Chock Full O° Nuts Res- 
taurants, N. Y. 

Insurance is an important com 
modity for the citizen, his family 
the business community and the 
nation 


Continued on page 50 
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Continued from page 49 


Life insurance paves the way 
for financial protection, peace of 
mind and the important habits of 
thrift and savings. It is a requi- 
site for the family man. For the 
business man, insurance protec- 
tion of all types is vital. 

The welfare of the city, state 
and nation is aided through in 
surance, It is a precious commod 
ity which any one with a feeling 
of responsibility cannot afford to 
be without, 


EDDIE V. RICKENBACKER 

President, Eastern Airlines 

Life insurance, in my opinion, 
has always been an absolute ne- 
cessity for the American family 
and its members, In fact, it con- 
tributes to the American family 
as much as to the American home 

in frugality, stability and se- 
curity, 

Life insurance should start with 
all teen-age youth and should be 
promoted and inspired by the par- 
ents in order to instill in their 
children while they are. still 
young, the value of “a penny 
saved is a penny earned” to the 
maintenance of a life insurance 
policy. In this way, the burdens 
of illness, accidents and old age 
are guaranteed protection. 


ELY LANDAU 


President, National Telefilm Associ- 
ates, New York 


Life insurance igs better than 
cash in the bank insofar as I am 
concerned, The knowledge that 
your loved ones are well provided 
for gives you a sense of security 
that ready cash cannot. I be- 
lieve that one of the tests of the 
good citizen is whether or not he 
has to the best of his ability in 
sured his life. 


DONALD E. JACOBSON 


Manager, Hotel Albert and Apart- 
ment Properties, Albert Lea, Minn. 


Without property insurance 
one’s life savings, investments 
and estate are about as safe and 
protected as one’s life would be 
in attempting to cross an ocean in 
a row boat. We would not think 
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Ely Landau 


Eli Oberstein 


David O. Alber 


of operating without very ade- 
quate property insurance, nor 
would I personally think of do- 
ing 80. 


EL! OBERSTEIN 

President, The Record Corporation 

of America 

Life insurance is a wise and 
necessary investment for every 
American family. It provides for 
the future. And, at all times, life 
insurance acts as a stabilizer by 
promoting thrift and an intelli- 
gently-planned economy. 

With life insurance comes fi- 
nancial security and the oppor- 
tunities to forge ahead without 
the heavy burdens that might 
otherwise accrue. A policy pro- 
viding this measure of security 
for the family is undoubtedly a 
wise investment. 


DAVID O. ALBER 

President, David O. Alber Associates, 

Inc., Public Relations Counselors 

Life insurance provides a vital 
measure of security and the won- 
derful feature of it is that it is 
available to everybody. Everyone 
can afford it and no one can af- 
ford to be without it. I know of 
no other system which provides 
future security so simply. With 
life insurance comes peace of 
mind with the knowledge that you 
are building an estate and that it 
is protected. It not only protects 
you but also your loved ones. 
Some people call life insurance a 
luxury. I call it a necessity. 


TED YATES 

Executive Producer, Tex and Jinx 

(McCrary) programs, N.B.C. 

The broadcasting industry is in- 
deed analagous to life itself with 
its excitement, its drama, its un- 
predictability at times, and its 
hazards. In life, we can overcome 
one hazard through the purchase 
of life insurance. It produces peace 
of mind and provides financial 
security when needed. In addi- 
tion, life insurance lays the foun- 
dation for long-range planning 
along with the important habit of 
thrift. I have always recommended 
purchases of life insurance for 
educational values, loan provisions 
and, of equal importance, the 
bond of strength this brings to the 

Continued on page 52 
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hy do so many good life insurance 


men become top life insurance 


men with this company Y 


WHY? 

‘irst, and most important, there’s the product. 
It has earned a reputation for its soundness and 
for its net cost, which has always been among the 
lowest in the industry. 

Then, there’s the Company’s Sales Promotion 
Program. \t provides between 300 and 400 items 
for agents’ use. This material is created by men 
who have been successful agents and who know 
the needs of agents. It is also under the watchful 
eyes of a unique nine-man committee, including 3 
general agents, 3 district agents and 3 special 
agents. 

Also, there’s the Company’s 5-phase Training 


Program which offers as much as 30 months of 


practical guidance! Here is the most thorough 
educational program in the industry. No wonder 


it leads to success for so many. 
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And here’s the “‘success story”’: 


One out of 12 career agents in The Northwest 
ern Mutual is a life or qualifying member of 
the Million Dollar Round Table. 


One out of 6.5 career agents in The North 
western Mutual is a C.L.U. 


One out of 3 career agents in The Northwestern 
Mutual is a National Quality Award winner. 


The 
NORTHWESTERN MUTUAL 


Life Insurance Company 


MILWAUKEE, WISCONSIN 


“THE CAREER COMPANY” 
























































You Work Hard for Your Dollars... 
Make Your Dollars Work 
Hard for You... 
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family, the community and the na- 
tion. 


B. BREWSTER JENNINGS 


President, 
Socony Vacuum Oil Co., Inc. 


Life insurance companies have 
performed a two-fold service of 
great value to our nation. They 
have brought security and peace 
of mind to millions by offering 
them a means by which they can 
pool their savings against the 
hazards of existence. 

The funds entrusted to life in- 
surance companies, reinvested in 
industry and housing, have be- 
come a creative and stabilizing 
nationa! 


force adding to our 


strength, security and well-being 


ROSS D. SIRAGUSA 


President, Admiral Corporation 


Life the 
mainstays of the American home. 
No individual 
should be form of 
life insurance on an adequate ba- 
security for 
ones for the vears ahead. 


insurance is one of 


and no 
without some 


family 


sis to create loved 


M. R. SULLIVAN 


President, 
Pacific Telephone & Telegraph 


I believe that the most effective 
endorsement of life insurance is 
to be found in the acceptance it 
has won from people in every 
walk of life. I am glad to add my 
own word of belief in it. 

For the individual it is one sure 
way to create an estate. And only 
after he has established an estate 
on the sure and solid basis that 
only life insurance can provide, 
does he become free to take on the 
more speculative and venturesome 
opportunities that may (or may 
not) lead to large fortune. 

For the nation’s economy under 
free enterprise, life insurance 
serves as the one sure way of pro- 
viding a large and continuous flow 
of capital funds required to keep 
the productive capacity of the 
country at high level. 
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Governors Salute 


Continued from page 37 


THEODORE R. McKELDIN 

Governor of Maryland 

Insurance is a scientific device, 
designed both to build and to con- 
serve the estates of the people. 

The average citizen, with his 
time consumed in his daily tasks 
and his essential recreation and 
home life, is fortunate indeed to 
have working for him the many ex- 
perts in finance employed by the in- 
surance companies in which he 
holds policies, 

A large part of his estate usually 
is accumulated through life insur- 
ance. 

Another important part of his 
estate—his home, its furnishings 
and his other worldly goods—i 
protected by fire insurance. 

Casualty insurance well may pro 
tect his estate against other losses 
resulting from accidents or a var 
iety of possible causes. 

It is hard to imagine a better in- 
vestment than that of insurance. 


Frank Lausche 


FRANK J. LAUSCHE 

Governor of Ohio 

Every passing year proves more 
emphatically the great part insur 
ance plays in giving security and 
peace of mind to the American 
people. To meet this demand, great 
er efforts on the part of the super- 
vising authorities are being made 
to see that the needs of the public 
are filled through stable, conserva 
tively-managed companies 

Our nation leads the world in the 
amount of insurance carried by the 
various segments of the insuranc 
industry and I feel this has been one 
of our strongest economic bulwarks 
over the years 


al 
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We're putting the “system” 
in the American Agency System 


Why? 


First, because we firmly believe in the American Agency System 


Second, because we know that the important thing ts not whether 
you re a $75,000 premium agency or a $150,000 agency of 
even a $500,000 or $1,000,000 agvency. It's ““What are 
you doing that you don’t have to do?” That's the key to 
swallowed-up profit in most agencies 


Albany. Miami, Kansas City, Seattle or Los Angeles—whatever your 
location—the problem's the same. How to make a profit. In many 
cases in spite of your agency’s system. 


To come out the financial victor in this highly complex business of 
successfully operating an agency sometimes requires the objective 
advice of an agency systems expert For over a quarter of a century 
the Agency Systems Department of the Royal-Liverpool Insurance 
Group has been offering agencies a unique, on-the-spot service 
A service that has meant to over 6,000 agencies better operation 
and production based on proven, money-saving formulas of modern 
agency management. A service that will help you “clear the decks 
for action” and thereby give you the extra time necessary to carry 
out a real sales program and at the same time combat other methods 
of merchandising 


Now We Have Gone One Step Further! 


In addition to our Agency Systems Department with its experts 
cattered all over the country, we have educated our fieldmen in the 
basic essentials of practical modern agency management. Why not 
give your Royal-Liverpool fieldman a chance to help you squeeze 


} 


more profit out of each commission dollar 


If you are not yet a member of the Royal-l iverpool family of pro 
ducers and would like further information about this unusual and 
practical ervice de lo put money in your pocket use the 


coupon below. 


Agency System Department 


Royal-Liverpool Insurance Group 
150 William Street, New York 3%, N 


Please tell me how the Agen ) system Department helps 


agents. No obligation, of cour 


Agents Name 


Address 








A fast growing, 
progressive 
company. 

A definite plan 
for advancement. 


A new and modern 
contract. 


A liberal financing 
plan. 


A bonus of $1.50 per 
thousand on paid 
business for NQ A 
winners. 


A bonus of $550.00 
for receiving C.L.U. 
designation. 


W rite 
G. Frank Clement 


INSURANCE COMPANY, 
Reancke 10, Virginie Poul C. Buterd, President 
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| J. ALLEN FREAR, JR. 


U. S. Senator, Delaware 

Life insurance is a valued and 
integral part of our way of life. Its 
benefits are reflected in many ways 
over and above the immediate ef- 
fects it affords to beneficiaries. 
The habits of thrift, regular sav- 
ings and confidence in American 
business which life insurance 
helps to cultivate are invaluable 
assets to success. 


EDWARD J. THYE 
U. S. Senator, Minnesota 


I recognize the importance of 
life insurance, particularly for the 


| young man who has not accumu- 


lated financial security for his 
family. Insurance serves as a pro- 
tection for the family and it also 
provides a means of saving for the 
future. 


HENRY DWORSHAK 

U. S. Senator, idaho 

It is my belief that the funda- 
mental desire for security can 
most nearly be satisfied through 
the wise use of life insurance. It 
appears to me that one of the few 
stabilizing factors remaining in 
our social life today is that of life 
insurance. 


SPESSARD L. HOLLAND 
U. S. Senator, Florida 


It has been well said that “Life 
insurance is something a rich man 


can afford to carry, and a poor 


man cannot afford to be without.” 
No single business affords greater 
help in time of need, or makes 
more systematic and_ scientific 
preparation for meeting its obliga- 
tions. Through depression and ex- 
pansion alike, it has remained the 
most steadfast of our great finan- 
cial institutions. 

Although its activities have ex- 
panded until the payments to liv- 
ing policyholders are twice that to 
beneficiaries of those who have 
died, the protection of dependents 
must always be the primary object 


| of life insurance, with disability 


indemnity secondary, and the in- 


vestment features of the least im- 
portance, though by no means in- 
consequential in themselves. 


M. M. NEELY 

U. S. Senator, West Virginia 

In my opinion, every day in the 
year life insurance is as indispen- 
sable to the security of the family 
as adequate defense is to the se- 
curity of the nation during the 
present crisis which is rocking the 
world like a cradle. 


Robert Schaffer 


ROBERT H. SCHAFFER 

Acting Postmaster of New York 

Life insurance remains one of 
the citizens’ most precious assets, 
contributing immeasurably to our 
country’s economic strength. It 
inspires the worthy habits of 
thrift and wise planning, and in 
time of need provides an important 
measure of security. 

Life insurance brings financial 
peace of mind to its owners and 
their families. I have for many 
years recommended to my family 
and friends that life insurance in- 
vestments are sound investments. 


JOHN O. PASTORE 

U. S$. Senator, Rhode Isiand 

Our servicemen and servicewo- 
men have set a fine example for 
our country in their response to, 
and acceptance of National Ser- 
vice Life Insurance. This action 
demonstrates their conviction that 
life insurance is a great social and 
economic influence in their every- 
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day lives, as it should be in the 
lives of all those who believe in 
security. This security cannot at- 
tain a national level without indi- 
vidual effort and a widespread de- 
sire for security. Each of us can 
best accomplish this through the 
medium of life insurance. 


LEVERETT SALTONSTALL 

U. S. Senator, Massachusetts 

Our democratic form of govern- 
ment provides us with the founda- 
tion of security. The strength of 
this foundation depends on the 
confidence of our citizens, which 
in turn depends on their faith in 
the American institutions. 

High in the list of such institu- 
tions is our system of life insur- 
ance. It is one certain method which 
provides security for the future. 
Through life insurance we can be 
sure that those we love are cared 
for so long as they live. Through 
life insurance we can plan for our 
own independence in old age. 
HERBERT H. LEHMAN 

U. S. Senator, New York 

I believe in the principle of life 
insurance. Life insurance is indeed 
a communal undertaking whereby 
all join in sharing the common risk. 
It is today a source of security for 
millions of our people and thus con- 
tributes significantly to the whole 
structure of individual and social 
security which gives strength and 
stability to America. 

LISTER HILL 

U. S. Senator, Alabama 

Life insurance, like fire and cas- 
ualty insurance, has contributed 
immeasurably to the building of 
security for the American family, 
to the peace of mind of its bread- 
winner and to our country’s eco- 
nomic strength and stability. 

A life policy is more than just 
life insurance. It is a sound means 
of regular saving. To millions of 
American families their life insur- 
ance savings have provided such 
opportunities as business, farm and 
home ownership and _ education. 
Every day American families draw 
upon the savings accumulated 
through life insurance premiums as 
their only source of meeting finan- 
cial emergencies of many kinds. 

The protection afforded my family 
by the policies which I hold is a 
great comfort to me. 

Continued on page 56 
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at Do Brokers And ec 
5 Surplus Writers Want? 7 


' We know — that is why we offer: 
Informal and flexible consideration of each 
case on its current merits. 
Prompt Home Office action. 
Complex tax, estate and business cases 
welcomed, 
Top commissions — fully vested, 
Term and Family Income Riders 
pay the same commissions as 
basic policies! 
Competitive policies — 
5 Year Renewable /Convertible 
Term 
“Jumping” Juvenile Estate Builder 
“Special” Life Paid Up at 70 
Term-on-Term contracts — quadruple 
protection! 
Modified premium plans 
Term expiries to age 70! 
You can get those big “Postal Plus” dollars, too. 
Call or write one of our General Agents today! 


POSTAL LIFE 


611 FIFTH AVENUE NEW YORK 17, NEW YORK 
GEORGE KOLODNY, President 
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Consulting Actuaries 
Insurance Accountants 


New York 











FRANK M. SPEAKMAN 
Consulting Actuary 
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Senators Endorse 
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MILTON R. YOUNG 

U. S. Senator, North Dakota 

Insurance of all types plays a 
most important role in the lives of 
almost all people. It serves as a 
cushion against the extreme and 
disastrous losses which can be ex- 
perienced without warning. 


A feeling of satisfaction is always 


To Enjoy Life— 


experienced by those who in the 
hour of their greatest need realize 
the tremendous value of insurance. 
This protective feature has been 
and will continue to be a most im- 
portant factor in our American way 
of life. As a matter of fact, it has 
contributed much to the economic 
well-being and industrial develop- 
ment both big and small of this 
nation. 

By continuing the high standards 
on which insurance companies op- 
erate and extending their financial 
assistance and other benefits to an 
increasing number of policyholders, 


LIVE! 


DRIVE DEFENSIVELY 


MERCHANTS MUTUAL CASUALTY COMPANY 
BUFFALO, N. Y. 


C. W. Brown, President 
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the insurance industry is providing 
this nation a solid foundation for 
our future welfare. 


MARGARET CHASE SMITH 

U. S. Senator, Maine 

Life insurance is truly a basic 
American life. It 
offers real hope, real planning for 
the future, real saving and real 
protection for one’s family. 


institution in 


KARL E. MUNDT 

U. S. Senator, South Dakota 

Life insurance provides protec- 
tion for loved ones during the pro- 
ductive years and safeguards the 
home in old age by securing the 
bereft against misfortune. As a 
means of investment, it encour- 
ages thrift. 


FRANK CARLSON 

U. S. Senator, Kansas 

I believe in life insurance. It af- 
fords the young man or woman an 
opportunity to practice habits of 
thrift and to assume a sense of re- 
sponsibility to loved ones and to the 
community. It affords the middle- 
aged and the old an opportunity of 
leaving an estate with which to pro- 
vide for dependents. 

Insurance has become an impor 
tant part of our American way of 
life—so much so that I sincerely 
believe it should be included in the 
individual’s program of economic 
security. 

May we, as loyal citizens, look 
well to our right to invest in this 
great American program which pro- 
tects our family life. 


JOHN W. BRICKER 

U. S. Senator, Ohio 

Life insurance encourages every 
husband and father to provide for 
those dependent upon him. It fosters 
thrift during the productive years 
and provides security when condi- 
tions require it. Life, fire, and cas- 
ualty insurance mean self-respect. 
They supplant fear with faith. 


ROBERT S. KERR 

U. S. Senator, Oklahoma 

As to the value of life insurance, 
it gives me pleasure to say that | 
know of no sounder investment 
available to the average man, what- 
ever his vocation or profession, than 
a reasonable amount of life insur- 
ance, based on his ability to pay. 
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MRS. GERTRUDE BERG 


“Molly Goldberg" on Du Mont TV 
Network 


I have long believed and stressed 
to my family, relatives and wide 
circle of friends that life insurance 
is a key requisite to the family and 
the American economy. The bene- 
fits of insurance are realized in 
many ways. It is important to in 
sure funds for college education for 
our children. And as a mother and 
grandmother, I have recognized the 
value of life insurance as a force to 
gain family security and peace of 
mind. 

Life insurance, too, contributes 
to an important degree towards the 
community’s welfare and the na- 
tion’s strength. It is life insurance 
that enables dependents to forge 
ahead without carrying additional 
burdens. I believe that, wherever 
possible, the family should seek as 
much protection as it can afford 


Jean Martin 


JEAN MARTIN 

Singing Star NBC-TV 

I have always considered life in 
surance as extremely important 
since its benefits are many indeed. 
Funds set aside through life insur- 
ance have provided education for 
hundreds of thousands of our col- 
lege students. Of greater import- 
ance, life insurance is the instru- 
ment which affords economic se- 
curity to the family when finan 
cial assistance is most urgent. 

The values of insurance are mani- 
fested in other directions, too: in 
the event a policy loan is required; 
for their excellent cash values in 

Continued on page 58 
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~7 You're in 
the picture ... 


If you use six-months 


KEMPER-MATIC 


automobile policy 


Thousands of agents in nearly every state are meet- 
ing non-agency competition with Six-Months KEMPER- 
MATIC Automobile policies. 


Kemper-Matic almost sells itself to prospects with 
these points: 
Y Annual premium cut in two — no service charge 
¥ Same standard automobile contract 


Y Dividends to policyholders, as declared, are paid every 
six months at same rate as annual Kemper policies 


AGENTS LIKE KEMPER-MATIC FOR THESE PLUS FEATURES: 


+ Company does renewal work — machines write up 
. BUT 


You deliver notices 


renewal for you.. 


You collect premiums 

You handle all contacts with clients 
No invoices to type — your sticker or rubber stamp on 
renewal notices make them your bill to client 


+ Eliminates collection worries 


AND KEMPER-MATIC IS ONLY ONE OF THREE BIG KEMPER INNOVATIONS: 
1. Kemper-Matic 
2. Kemper Approved Insurance Advisor advertising 
program 


3. The Kemper Booklet Automobile Policy 


If you are interested in learning more details 
about how Kemper-Matic can go to work for 
you, write N. C, Flanagin in the home office. 


Lumbermens sum caucaur | vempep 
INSURANCE 
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* 
CHICAGO 40 


BRANCHES IN: @ ATLANTA @ BOSTON @ DALLAS @ LOS ANGELES @ WEW ORLEANS @ WEW YORK 
PHILADELPHIA @ SAM FRANCISCO @ SEATTLE @ SYRACUSE @ TORONTO @ VAN WERT, OM10 


57 





Goodwill Gils ae AGENCY 
BUCTINESS BOOSTERS 


Our agents select monthly door-openers 
ot a fraction of the wholesale price! 
When your name's a community by 
word, it becomes a community buy-word 
helps you sell NON-CAN, HOSPITAL 
IZATION up to $30 a doy; LIFETIME 
Benefit; KEY-MAN FRANCHISE”; Pro 
fessional & Association GROUP! 


WRITE FOR 
BUSINESS BOOSTER SAMPLES 
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time of need; for its beneficial im- 
pact upon society; and because it 
strengthens the family, the com- 
munity and the nation. | certainly 
endorse the outstanding purposes 
and the widespread importance of 
life insurance. 


DAVIS CUNNINGHAM 

Opera, TV and Concert Star 

I can buy the future for a pre- 
mium—that’s what I like about in- 
surance. For a small down payment 
right now, I can reserve a seat for 
the great performance that lies 
ahead. 

No matter what happens, I can, 





through insurance, be certain that 
my finances won’t keep me from 
enjoying those days ahead. My en- 
dowment policies will take care of 
me when that “future” comes, and 
property insurance will stand by to 
prevent the effects of any catastro- 
phe that might wipe out my fi- 


Educators 
MUTUAL INSURANCE COMPANY 
LANCASTER, PA 





nancial stability. 

Therefore, whenever I can, i will 
expand the benefits due to me 
through my life policies. For in 
that way, insurance offers me a 
chance to expand my future, just 
as the future of opera is being 
expanded by the enjoyment of per- 
formances on television. 

For my part, the show couldn’t 
go on without insurance. 


IRENE SHERROCK 
Radio and TV Singer 


The value of insurance, life, ac- 
cident and health, and property 
seems to me to be inestimable. In 
the world of the theater the possi- 
bility of stage mishaps is always 
present. Moreover, the amount 
that a singer or dancer has to 
spend on costumes, jewelry, etc., 
is too great to risk on the hope 
that nothing will be lost or stolen. 

I have always had the fullest 
coverage of my personal effects 
and, as a result, I can travel and 
feel at ease knowing that I have 
the constant security of a sound 
insurance plan. 
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BUILD A PROFITABLE AGENCY 
WITH MIDLAND NATIONAL! ! 


% FINANCIAL WORRIES ELIMINATED 


Finest career salary contracts available to new 
agents. 


% COMPETITIVE RATE BOOK 


Including a new low premium, high cash value 
Whole Life Plan—only $19.90 per $1,000 at age 
35. ($10,000 minimum.) 


Exclusive Accident & Sickness contracts. 
Disability Income of $10 per month per $1,000. 
% SUB-STANDARD TO TABLE "P" 
(500% Mortality) 
% TOP COMMISSION CONTRACTS 


—~——ewemec—es GENERAL AGENCY FRANCHISES 


Available in tilinols, Nebraska, Minnesota, North Dakota, 
Missourl, Montene, Washington, California and idaho 


Write H. Smith Hagan, vice president 


MIDLAND NATIONAL 


LIFE INSURANCE COMPANY 
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June 27—Dr. Elmer Hess, presi- 

dent of the American Medical 
Association, addressed the 43rd 
annual meeting of the Medical 
Section of the American Life con- 
vention held at The Homestead, 
Hot Springs, Virginia. The occa- 
sion marked the first time a rep- 
resentative of the AMA has ap- 
peared before the group. 


June 27—A record number of more 
than 5,600 insurance men and 
women battled through CLU and 
CPCU examinations early in June. 
Reports from 129 examination 
centers show that more than 2,000 
persons sat for the CPCU examina- 
tions in June. This is the first time 
the number of examinees has ex- 
ceeded 2,000. 

A total of 3,623 candidates took 
4,525 CLU exams this year, mark- 
ing an increase of 450 in the num- 
ber of candidates over 1954 and a 
record figure for the American 
College. 

The number of new CLU candi- 
dates also reached a new high this 
year. There 1,776 in this 
category. 


were 


June 29—Public adjusters contin- 

ued their drive for 
sional standards at their annual 
meeting at Kiamisha Lake, N. Y. 
However, President William Good- 
man of the National Association 
of Public Insurance Adjusters re- 
ported that, because no courses in 
the subject are included in the 
curriculum, several 
had turned down his group’s offer 
to establish a scholarship in the 
field. 


profes- 


universities 


July 1—Nearly 2,900 home mort- 
gage loan commitments, total- 
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22,000,000 have 


lenders 


ing more than 
made by private 
through the Voluntary Home Mort- 


gage Credit Program in the first 


been 


few months of the program's oper- 
ation. 

As approved by Congress, the 
Housing Act of 1954 provided for 
a national committee and a nation- 
wide organization of regional sub- 
bringing 
borrowers and 


committees to aid in 
home mortgage 
lending 


contact with each other. 


July 1—Patriotic Insurance Com- 
pany of America and the Sun 
Underwriters Insurance Company 


of New York 


private institutions into 


have been merged 


into the Sun Indemnity Company 
of New York. The latter includes 
all members of the Sun Group of 
insurance companies in the United 
States. 

The surviving member of the 
merger, the Sun Indemnity Com- 
pany, will change its name to the 
Sun Insurance Company of New 
York. 

The new company will have cap- 
ital of $2 million, assets of $20 
million and policyholders’ surplus 
exceeding $8.5 million. Officers in 
clude P. J. Priore, chairman of the 
board; William M. Kearns, presi 
dent; C. W. Ohlsen and G. Leyces 
ter Parker, vice presidents. 





Canadian Life Figures 


Canadian 


life insurance companies increased by 


SSETS of 
J \ $309 million during 1954 to a total of $5,795 million, accord- 
ing to the annual report of the Dominion Mortgage Investment 


Association. 


Assets of members of this Association represent 99 


per cent of total assets of all Canadian life insurance companies. 


Largest increase occurred in 
$259 million to a new high of $1,552 million, 


years, fund 


mortgage loans which rose by 


In the past five 


invested in mortgages have increased by 129 per cent 
from the 1949 total of $678 million. 


A large percentage of these 


loans are on residential properties and include both conventional 


loans made by companies direct to property owners and loans 
made under Canada’s National Housing Act. The average mort- 


gage loan on new Canadian homes has risen from $5,400 in 1949 


to $9,042 in 1954 


A substantial increase of $123 million was made during 1954 
in the companies’ holdings of corporation bonds, the total at the 
end of the year amounting to $1,750 million. Investment in stocks 
also rose by $31 million, finishing the year with a total of $328 


million. 


During 1954 a further reduction was made in the holdings of 
federal government bonds, total at the end of the year being 
$1,591 million, compared to $1,691 in 1953 and $1,947 million ir 


1949. 


Dollar distribution of the assets of Canadian life insurance 


Continued on page 60 





Daily Reports 


ARE Continued from page 59 
COMI | companies, shown below, points up the switch from federal gov- 


, ernment bonds to mortgage loans and corporation bonds. 
for Yourself! 


Dollar Distribution of Assets 
1954 1953 1949 
Millions of Dollars 

Corporation bonds . ty 1,627 1,022 
Government bonds rf 1,691 1,948 
Mortgages ; 1,293 678 
Stocks 3% 297 245 
Policy loans ; 265 189 
Real estate . 3 108 42 
eer =4436 3 5s 205 162 


Total 5,486 1,286 


Percentage Distribution of Assets 
1954 1953 1949 1939 
Government bonds .. 27.45 30.83 15.44 36.37 


Corporation bonds . 30.20 29.65 23.85 17.12 


Here’s Why Mortygayes 26.80 23, 


Stocks 


55 15.83 13.95 
43 5.71 12.99 
BB 10.50 
9 O° 3.30 


Real estate 


BETTER OFF Other 
ith B.A R.E 100.00 100.00 100.00 100.00 
wi oMeNeke 


5.7 


5.66 5. 
YOU'RE Policy loans gt 4 
oe l. 


Liberal Commissions Foreign investments—Canadian life insurance companies oper 

Vested Renewals ate in more than 60 foreign and Commonwealth countries and 

Resultful Promotion 

Top-value Coverage 

Enthusiastic ihc be 

Public Acceptance of 1954, more than $1,949 million were in foreign securities, an 

Helpful Home-Office increase of $126 million over 1953. Below is the distribution of 

Cooperation 

COMPARE Benefit Association's 
Big Margin of Overwrite! More 
money for you in developing your 
agency—fast, big, solid! Foreign Investments* 

COMPARE top- value coverage ar oe 

‘ > 1954 1953 
in lifetime H&A as well as wash 

hospitalization, accident and Millions of Dollars 
medical-expense, and high cash Government bonds ; 52] 546 
value participating life insurance! Cis “ati ’ 
B.A.R.E.’s modern Group Plans orporation bonds 
offer excellent values in H&A and Stocks . ay Se a ¢ 2! 216 
life . . . feature full-coverage Mortgages .. ; ; 25: 199 
hospitalization 
It's all here for you in first time ae 
in your territory opportunity. 1,949 
Write in complete confidence to 


about one-third of their total business in force is on persons liv- 
ing outside Canada. Of the $5,795 million total assets at the end 


foreign investments. The total does not include policy loans and 


miscellaneous assets, details of which are not available. 


919 865 


1,826 
Excludes policy loans and miscellaneous assets 


Robert W. Lindsley, Lillian D. Millar 
Director of Sales, Room 808 





July 7—Life insurance companies directive, dated June 24, followed 


@° MEFIT writing in Georgia were told closely on the heels of a resolution 


by Insurance Commissioner Zack submitted to Cravey by the Georgia 


ASSOCIATION LD. Cravey that all tontine and Association of Life Underwriters 


semi-tontine policies, investment condemning such policies. 
of Railway Employees 


fund policies, and stock with pol- 
Established 1913 icy contracts are outlawed as of July 15—The first half of the year 
gag may ry heen August | marked two records in life in- 


; The insurance commissioner's surance in the United States, ac- 
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cording to the Institute of Life 
Insurance. 

Purchases of new life insurance 
in that period hit a peak of $23.2 


billion, exclusive of credit life, 


totalling a net increase of $16 bil- 
lion. Benefit paymenis also reached 
a new high of $2.7 billion for the 
period. These six-month payments 
were $215 million greater than a 
year ago. 

Total assets of all U. S. life com- 
panies, held back of the more than 
240 million policies in force, rose 
to approximately $87 billion on 
June 30, 


And in the Future 


Aug. |-12—Twelfth CLU Institute, Uni 
versity of Wisconsin, Madison, Wisconsin 

Aug. 8-12—Institute for Advanced Life Un- 
derwriting, University of Wisconsin, Mad 
ison, Wis. 

Aug. 15-19—Fifth Institute of Life Insur- 
ance Marketing, Women's Quarter Mil- 
lion Dollar Round Table, Purdue Uni 
versity, Lafayette, Indiana 

Aug. 22-26—NALU National Convention, 
St. Louis, Missouri. 

Aug. 24—CLU Annual Meeting, St. Louis 
Missouri. 

Aug. 24—Annual Conferment exercises and 
dinner, American College of Life Under 
writers, St. Louis, Missouri. 

Sept. 12-Oct. 7—Seminar in Life Company 
Management, Graduate School of Insur 
ance Administration, Greenwich, Conn. 

Sept. 14-16—Life Insurance Advertisers As 
sociation’s Annual Meeting, Hotel Essex 
New York City. 

Sept. 15-16—Minnesota Association of In- 
surance Agents, 58th Annual Convention 
Hotel Kahler, Rochester, Minnesota. 

Sept. 28-30—CPCU Annual Meeting, San 
Francisco, California. 

Oct. 2-5—National Association of Casualty 
and Surety Executives and National Asso 
ciation of Casualty and Surety Agents 
1955 Annual Joint Meeting, Greenbrier 
White Sulphur Springs, W. Va. 

Oct. 3-5—National Association of Insur 
ance Agents, 59th Annual Convention 
Biltmore and Statler Hotels, Los Angeles 
Calif. In conjunction with 48th Annual 
Convention of California Association of 
Insurance Agents. 

Oct. 10-12—American Mutual Alliance Ad 
vertising-Sales Conference, St. Louis, Mo 
In conjunction with annual meetings of 
Federation of Mutual Fire Insurance Cos 
and National Association of Mutual In 
surance Cos. 

Oct. 17-19—National Association of Mutual 
Insurance Agents Annual Meeting, Neth- 
erlands Plaza, Cincinnati, Ohio. 

Oct. 17-21—43rd National Safety Congress 
and Exposition, Chicago, III 

Oct. 18—Third Annual Conference of the 
Insurance Accountants Association of Sen 
Francisco, Sheraton-Palace Hotel, San 
Francisco, California, 

Oct. 20-21—Atlantic Alumni Association of 
LIAMA Schools in Aaency Manaaement 
Annual Conference, Westchester Country 
Club Rve, N. Y 

Oct. 26-28—American Manaaement Asso- 
ciation'’s 1955-56 Divisional Conference 
on Insurance, Hotel Statler, New York 


City. 
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Insurance Company States 
January 1 Account Ranked Entered 


*1955 $3,126,756,214 20th All 
1954 2,587,083,035 23rd All 
1953 2,177,900,948 23rd All 
1952 1,823,066,723 23rd 46 
1951 1,527,979,599 24th 43 


1950 1,226,550,718 27th 43 
1945 498,638,894 45th 34 
1940 252,671,711 51st 27 


1935 175,682,997 56th 27 


*9th Position in Group Insurance 


Key to the WHY... 


1955 UNDERWRITING DESK REFERENCE 


...t0 help you think of us, at times when it will 

count most, Shrinking the area of rejection; broadening the 
field of acceptance has long been a Continental Assurance 
endeavor...and ranks among the reasons why 





growth has been rapid, consistent and sound 
Ask for your copy. Address Dept. 32() 


Continental 
ASSURANCE COMPANY 


A National Life Insurance Institution 
310 S. Michigan Ave. + Chicago 4, Ill 
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@ There are individual units of the 
CCH INSURANCE LAW REPORTS for 
the insurance spheres of widest in- 
terests. 


Each selective unit covers the new de- 
cisions from all higher jurisdictions in 
its own particular province. 


For selective reporting of new insur- 
ance cases, to get the latest decision 
first, depend upon this different, fast, 
authoritative reporter. 


Write for Complete Details. 
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LiFE INSURANCE 
TRANSFERS 


NDER the provisions of the 
U present Federal estate tax 
law, life insurance proceeds are 
not includible in the estate of the 
insured if, at the time of his death, 
he has no legal incidents of own- 
ership in the policy, and this is 
true even though the insured has 
paid the premiums. The “premium 
payment” test for the taxability of 
life insurance proceeds was elimi- 
nated by the Revenue Act of 1954. 

According to committee reports, 
this change in the law was made 
in order to eliminate the discrimi- 
nation that had previously existed 
in connection with the transfer of 
life insurance com- 
pared to transfers of other types 
of property, and, to a certain ex- 
tent, this has been accomplished. 
On the other hand, there are still 
several factors involved in regard 
to the relinquishment of owner- 
ship in life insurance policies that 
should be carefully considered be- 
fore any definite steps are taken. 

Three of these factors are: (a) 
reversionary interests; (b) con- 
templation of death; and (c) mari- 
tal deduction. 


policies as 


Reversionary Interests 

The Revenue Act of 1954 pro- 
vides that if the insured possesses 
a reversionary interest at the time 
of his death in excess of 5 per 
cent of the value of the policy, 
such interest will be considered a 
legal incident of ownership which 
will cause the proceeds to be in- 
cludible in the value of his estate. 

A similar rule applies in con- 
nection with the transfer of other 
types of property, but the word- 
ing of the two provisions is not 
identical. The rule applying to 
the transfer of property in gen- 
eral seems to be limited to a “re- 
tention” of a reversionary inter- 
est, while the rule applying to the 
transfer of life insurance policies 
seems to deal with the “posses- 
sion” of such an interest. 

A simple illustration may be 
helpful. An estate owner trans- 
fers general property to his wife 
in such a manner that she has im- 
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tax analysis — 





By FORREST L. MORTON 
Consultant, Advanced Underwriting, Gulf Life 


mediate ownership and enjoyment 
of it. Under the reversionary in- 
terest rule applicable to general 
property, there would seem to be 
no question as to a “retention” of 
any interest in the property, al- 
though the wife might die without 
a will and the property revert to 
her husband by operation of law. 

Next, 
estate owner were to transfer an 


assume that this same 
insurance policy on his life to his 
wife by absolute assignment. It 
would seem that the situation 
would be the same as in the case 
of the transfer of general prop- 
erty, but the language of the law 
is not specific in this case. Of 
course, the estate owner has not 
“retained” any reversionary inter- 
est in the insurance policy, but 
might it not be said that he “pos- 
sessed” such an interest, or the 
possibility of regaining “posses- 
sion” of the policy by operation of 
law? 

It has been suggested by 
tax authorities that the rule ap- 
plying to life insurance policies 
might be broad enough to cover 
contracts purchased by the wife 
on the life of the estate owner and 
in which he never had any inci- 
dents of ownership on the basis 
that even in such cases, he might 
be said to “possess” an interest 
by operation of law. It would seem 
doubtful, however, that the law 
could be stretched to this extreme 

The 5 per cent reversionary in- 
terest rule applying to life insur- 


some 


ance also contains another am- 
biguous provision which refers to 
the value of the policy immedi- 
ately before the death of the in- 
sured. In a strict sense, the value 
before death would be the cash 
surrender value, and the value 
after death would be the face 
value 

Hence, it is important 
when life insurance policies are 
to be transferred for the purpose 
of having the proceeds excluded 
from the estate of the insured that 
care be taken to prevent the possi- 
bility that the insured will “pos- 
sess” any reversionary interest in 
the policy. It is believed that Con- 
gress intended to place life insur- 
ance on the same footing as other 
types of property in connection 
with the reversionary interest 
rule, and it is hoped that the regu- 
promulgated, will 


quite 


lations, when 
carry out this intention. 


Contemplation of Death 

Under the present provisions of 
the Federal estate tax law, trans- 
fers made within three years of 
death are presumed to have been 
made in contemplation of death 
and the value of property so trans- 
ferred will be includible in the 
estate of the transferror, if so 
proven. if the trans- 
ferror survives the three-year pe- 
riod, then such transfers may not 
be included in his estate for Fed- 
Continued on page 64 


However, 
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Tax Analysis 


Continued from page 63 


eral estate tax purposes. 

It is the opinion of some tax 
authorities that it would be diffi- 
cult to prove that life insurance 
was not transferred in contempla- 
tion of death within the three-year 
period. This is due to the fact that 
the courts have been quite con- 
sistent in holding that life insur- 


SIXTY YEARS 


in the 


UNITED STATES 


Sixty years ago the Sun Life of 
Canada opened its first United States 
branch office in the City of Detroit. 
Over the years Sun Life service has 
been extended into 41 states, until to- 
day the Company maintains branch 
offices in dozens of key centers with 


agency representation from coast to 


coast, 


One of the foremost life companies 
of North America, Sun Life has over 
$6 billion of life insurance in force, 39% 
of which protects policyholders in the 
United States. Since organization, the 
Company has paid out over $2,566 


million in benefits to its policyholders 


and their beneficiaries. 


ance is of a testamentary charac- 
ter and that it is usually pur- 
chased by motives associated with 
the death of the insured. On the 
other hand, if it is possible to 
prove that the 
transferred for some motive that 
was not testamentary, it is quite 
possible that the proceeds would 
not be included in the estate of 
the insured even though the trans- 
fer took place within a three-year 


insurance Was 


period, 
Another factor is 
after transferring the policy, the 


involved if, 


1895-1955 


Branch Offices in: 


Atlanta, Ga. 
Baltimore, Md, 
Boston, Mass. 
Burlington, Vt. 
Canton, Ohio 
Chicago, Ill, 
Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 
Davenport, lowa 
Denver, Col. 
Detroit, Mich. 
Grand Rapids, Mich, 
Greensboro, N.C. 
Honolulu, T.H. 
Houston, Texas 
Indianapolis, Ind, 
Jacksonville, Fla. 
Kansas City, Mo, 
Lansing, Mich. 
Los Angeles, Cal, 
Louisville, Ky. 
Memphis, Tenn, 
Miami, Fla. 
Minneapolis, Minn. 
Nashville, Tenn. 
New Haven, Conn, 
New Orleans, La, 
Newark, N.J. 
Oakland, Cal. 
Peoria, Ill. 
Philadelphia, Pa, 
Pittsburgh, Pa. 
Portland, Me. 
Portland, Ore. 
Providence, R.1, 
Richmond, Va. 
San Francisco, Cal, 
Seattle, Wash. 
Spokane, Wash, 
St. Louis, Mo. 
Washington, D.C. 
Wilmington, Del, 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


HEAD OFFICE @® 


MONTREAL 





insured continues to pay the life 
premiums. Naturally, 
by the insured 
be consid- 


insurance 
premiums 
after transfer would 
ered gifts to the donees, and 
would, therefore, be subject to the 
contemplation of death provisions 
Assume, for example, that the in- 
sured transfers a policy of insur- 
ance on his life, pays all of the 
premiums thereafter, and lives for 
ten years. Might it not be possible 
to contend that the last three an- 
nual premiums were paid in con- 
templation of death, and, if so, in- 
clude the proportion of proceeds 
represented by such premiums in 
the estate of the insured? 

It is certainly unfortunate that 
such bothersome problems arise in 
connection with the transfer of 
life insurance policies, and it is 
hoped, as previously stated, that 
much of the confusion will be dis- 
pelled when the regulations are 
promulgated. In cases where ex- 
isting policies are to be trans- 
ferred, it might be advisable to 
have future premiums paid by the 
donee out of funds contributed by 
the insured, rather than to have 
the premiums paid directly by the 
insured to the insurance company. 
In the case of new policies, it is 
suggested that the application for 
the insurance be made by the 
donee rather than by the insured, 
and that all premiums be paid by 
the donee as suggested above 
Naturally, in the case of both 
existing and new policies, the re- 
versionary interest problem 
should be given most careful con- 
sideration. 


paid 


Marital Deduction 

Since the Revenue Act of 1954 
discarded the “premium payment” 
test for determining the taxability 
of life insurance proceeds for Fed- 
eral estate tax purposes, there has 
activity in 
poli- 


been considerable 
transferring life insurance 
cies in order to keep the proceeds 
out of the taxable estate. It is 
doubtful whether the purpose de- 
sired will be accomplished in many 
cases. A large number of estate 
owners have either assigned all 
of their present life insurance to 
their wives, or arranged to have 
the wives purchase large amounts 
of additional insurance on the life 
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of the estate owner. But, have 
they taken into consideration the 
effect that this will have on the 
proper use of the “marital deduc- 
tion”? 

Under the provisions of the so- 
called marital deduction, an estate 
owner is permitted to leave one-half 
of his adjusted gross estate to his 
surviving wife entirely free from 
estate taxes. Naturally, if he pro- 
vides that his wife will receive a 
large amount of insurance pro- 
ceeds tax-free at the time of his 
death, and, at the same time, leaves 
her one-half of his adjusted gross 
estate tax-free, it may be found 
that the surviving spouse will have 
a very substantial taxable estate 
at the time of her subsequent death. 
While this plan may work out in a 
satisfactory manner in certain 
cases, in other cases, it may not be 
the most advisable course to follow. 


Many Uses 


There are many ways in which 
life insurance may be used most 
effectively in estate planning—such 
as, to provide for the payment of 
estate taxes and final expenses by 
means of an irrevocable trust, to 
pass the estate on to the younger 
generation in such a manner that 
all types of taxes will be minimized, 
to provide for the maximum use of 
present income through an irre- 
vocable short-term trust, and to 
provide for the use of tax-free in- 
surance for business purposes—all 
of which may be accomplished 
without disturbing the maximum 
use of the marital deduction. 

Hence, before any definite steps 
are taken by an estate owner in 
connection with the transfer of 
life insurance, it is recommended 
that he have his entire estate pro- 
gram reviewed by someone compe 
tent to give him dependable advice 
This advice should take into con- 
sideration the subjects of rever- 
sionary interests, contemplation of 
death and the marital deduction, 
especially when life insurance is 
concerned. 

Any estate owner who has not 
had his estate plan reviewed in the 
light of the Revenue Act of 1954 
would do well to do so. The new 
law contains a number of very im- 
portant provisions that will be 
found helpful in minimizing taxes 
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Music Circus 


Continued from page 39 


David Aiken who plays “Bob” in 
the same show and performed 
Broadway in “The Saint of Bleeker 
Street” was equally enthusiastic. 

“Actors and singers have little 
enough to count on in the form of 
future security. Insurance gives 
them a financial foothold they can 
be sure of, 

“The stage profession is improv- 
ing, summer activities like this one 
in Lambertville are making it pos- 
sible for more people to earn a good 
living in it. But there’s still no way 
for many of the performers to be 
certain of steady earnings for very 
long periods. By putting money into 
insurance when we have the chance, 
we can eventually overcome this in- 
security of the stage. 

“Insurance meant a great deal to 
both my parents, and I’m glad I’ve 
been able to carry and convert my 
GI insurance to give my wife and 
daughter increased protection, I 


“PASS THE 


gave up school teaching to go on the 
stage, and } know I couldn’t have 
made that move without the assur- 
ance that my policies could provide 
for my family. Adequate insurance 
takes a big load off a father’s shoul- 
ders.” 

Pat’s and Dave’s enthusiasm must 
have been infectious. In a moment 
Douglas Rogers, the “Charlie” in 
that show was telling me what he 
thought about the subject at hand. 


The More the Better 


“The more protection the better 
sums up my sentiments on insur- 
ance. I have several different kinds 
of policies and I try to make them 
each as big as possible. Just recent- 
ly I had quite a hassle to get real 
high limits on my auto policy. I 
need my car a lot and wanted all 
protection I could get. 

“It’s the same with my accident 
and hospitalization policies. If my 
little toe gets broken or anything 
else goes wrong, I’m covered. That’s 
my ‘performance insurance’—it gets 
me back for the next performance 
even if sickness or an accident 


HEMLOCK THE 
PRESSURE’S 
ON AGAIN!” 


No American United Life 
representative finds it 
necessary to reach for the 
cup of poison, just because 
of home office pressure. 
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underwriter technical assistance in the fields 
of business insurance or estate planning; 
keeps ahead of modern underwriting 
developments with a portfolio of contracts 
“Low Net Cost” 
policies; and furnishes salespromotion 
material that translates actuarial achievements 
into terms of customer benefits, This 
“pressure of ideas” makes money for 


from a “Major Medical” to 


everybody : the policyholder, the field and the 


company . 
up a single ulcer, 


. makes it without building 


AMERICAN UNITED LIFE INSURANCE COMPANY 
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makes me miss a show or two, _ 

“lI’ve kept my GI insurance and 
have a couple other policies such as 
one through a musicians’ union. (I 
belong to that because sometimes | 
play musical instruments in my 
nightclub acts.) My father kept up 
his life insurance premiums all his 
life, and I found out that way how 
valuable a policy can be.” 

Petite Anne Waugh, the play’s 

setty” and a veteran of the Broad- 
way company’s “Me and Juliet” 
joined our conversation. 

“Insurance has become such a 
normal part of everyday living 
that I wonder how anyone can 
doubt its value. Not only is life in- 
surance a wonderful thing to own, 
but there are so many other cover- 
ages available. Insurance is the 
only thing I know of that affords 
complete protection in times of 
stress.” 

The concensus that insurance is 
one of life’s most valuable assets 
seemed to be unanimous. Oscar Ko- 
sarin, music director of the circus, 
who had been doing a terrific job 
handling the orchestra and coordi- 
nating the music and dramatic ac- 


Lire or Georaia fieldmen made an all out 
effort in the company’s 
Ordinary sales and expense-paid trips to the 
National Association of Life Underwriters 
Convention in St. Louis. Winners in the hotly 
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the convention. 
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tion, told me an experience he had 
had that convinced him of the need 
for greater coverage. 

“I learned about insurance the 
hard way; I didn’t have it once 
when I needed it. But that won’t 
happen again. I know now that go- 
ing without insurance is too big a 
risk to take, whether it’s on your 
car or on your life. 

“With the assured protection a 
policy gives you, you know that your 
worst catastrophes are already 
taken care of.” 

After a cool session of cokes and 
pleasant talk with the cast of “Me 
And Juliet,” I strolled back to the 
music tent where a rehearsal of the 
next production, “Anything Goes,” 
was in full swing. People were 
studying lines, getting their cues to 
go on stage and, in general, work- 
ing harder than most of us during a 
proverbial “hard day at the office.” 
Between scenes I was able to “trap” 
some of the cast and they were 
happy to chat about insurance with 
me. 


Amusing and Practical 


“Dr. Moon,” better known as Iggy 
Wolfington, rotund young comedian 
who appeared as the chef in “Mrs. 
McThing” with Helen Hayes on 
Broadway and who has done several 
TV shows including the ANTA AI- 
bum’s closed circuit performance, 
proved to be as amusing offstage 
as on. But don’t think that Iggy 
hasn’t a practical side to his na- 
ture. Insurance-wise, he’s not fool- 
ing. 

“In insurance, ‘Anything Doesn’t 
Go’ for me. I know what I want and 
I think I’ve got it—an annuity pro- 
gram that pays off when I’ll need it 
most. When the legs feel tired, I 

jant to be able to turn down a few 
shows and still have something to 
live on. 

“I have my GI insurance, of 
course, but about the time I became 
30 I started to think of the future. 
You know, in the kind of economic 
picture we live in today you just 
can’t afford to be without insur- 
ance. No single individual can stand 
apart and prepare for the future 
all alone. It’s when we join up with 
the crowd, pool our resources as in- 
surance does, that we can be sure of 
our future income. 

“I'll go bouncing around stages 

Continued on page 68 
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MESSAGE TO STOCKHOLDERS 


s reminders of the objects of your special 
purpose insurance company, we repeat cer- 


tain high points of our activity: 





LEXINGTON can solve almost any sound insurance or self-insurance 
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LEXINGTON works for brokers who control all or part of an insurance 
account, Of it acts as an insurance company’s insurance company, 
or it works directly for an insured when circumstances justify. 
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until they give me the final hook 
I've got a couple of health and hos- 
pitalization plans that assure me 
I'll keep running that long. But in 
the interim I may want to relax a 
while, turn down a couple of en 
yagements if I’m tired or if I feel 
they might hurt my career. That's 
where my annuity comes in. It’s my 
‘between shows’ money. 

“I’m due for some retirement ben- 
efits some day from a couple of ac- 
tors’ organizations I belong to. But 
I’m really counting on my personal 
insurance program to carry me 
through. In fact, it’s carrying me 
part of the way today. The assur- 
ance that I have a sound insurance 
program gives me that buoyant 
spirit on the stage, even though I’m 
not a ‘buoy’ any more.” 

Penny Malone agreed. Penny, a 
winsome brunette who has had 
twelve years of show-biz experience 
including stage, radio, TV, night 


club and record cutting and who 
was playing the part of “Bonny” in 
“Anything Goes,” was very definite 
in her appraisal of insurance. 

“There’s nothing as reassuring 
as to have insurance. In the theatri- 
cal world even the greats have their 
and downs. Insurance is like 
money in the bank. In fact, it’s bet- 
ter—you might be tempted to dip 
into your bank account, but not 
many people would be _ foolish 
enough to cancel a good insurance 
policy.” 


ups 


Long Runner 


In a few minutes Penny and Iggy 
returned to the stage and I had a 
chance to talk to Arthur Barnett 
who plays the comic Englishman, 
Sir Evelyn Oakleigh. Mr. Barnett, 
in spite of a perfect English accent, 
is a native of Pennsylvania and the 
proud veteran of 1,195 perform- 
ances in “Annie Get Your Gun” 
from its opening in New Haven to 
its closing at the Imperial Theatre 
in New York. And what does he 
think of insurance? 
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“T’ve been a musician and actor 
most of my life and I know what it 
is to bask in the sunlight of some 
fine insurance policies. To me in- 
surance is peace of mind. Almost 
everyone runs into financial difficul- 
ties at one time or another. Having 
insurance smooths the way through 
injury, accident, sickness, even 
death. You just can’t beat that kind 
of safety.” 

“You’re right, Arthur,” said 
Betty O’Neil, who plays “Reno,” a 
lead in “Anything Goes.” Betty was 
in the revival of “Pal Joey,” “Two 
On the Aisle,” “South Pacific,” and 
“Gentlemen Prefer Blonds.” 

“Insurance has been part of my 
plans ever since I entered show busi- 
ness. I bought some endowment and 
straight life policies when I went 
on the stage, and they are the most 
dependable parts of my economic 
security right now. 

“My hospitalization policy has 
been a big help too. Although my 
claims weren’t big ones, they did 
tide me over some real emergencies. 
Also I know it’s necessary, traveling 
around the way I do, to protect my 
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furs and personal eects with 
what’s that policy—a ‘floater.’ 
“You see, insurance is an impor- 
tant part of the buildup for a stage 
career, Training, experience, poise, 
the ‘breaks’ and those 
could make a formula for stage suc- 


insurance 


cess.” 

John Elliott, who plays opposite 
Betty in “Anything Goes,” told of 
an interesting incident in his own 
career, 

“My friends on the stage have 
really sold me on insurance—they 
all have insurance programs of one 
kind or another. We can count on 
only a few good ‘earning’ years, and 
insurance gives us the best oppor- 
tunity to put money away so that 
it will come back at the right time 

“It was Jack Dempsey who finally 
should put money 
Jack had left the 
him be- 


convinced me | 
into annuities. 
ring by then and I knew 
cause | was in a show with his wife. 
At that time he was counting the 
months until his annuity started to 
give him a regular income. He’s do- 
ing a lot better now, but I know that 
policy deal to him 
then. 


meant a great 
“Another type of insurance many 
show people have now is protection 
against accidents and hospitaliza 
tion. We know that policies or plans 
of that kind protect an actor when 


he needs it most.” 


Weary Director 
As the rehearsal finally ended, a 
weary but Bert Yar 
borough, director of the Music Cir- 


satisfied 
cus, trudged up the aisle and sat 
down for the first time since early 
morning. Bert has been a director 
for a number of years and, for the 
last five, 
his time to arena-type theatricals. 
His familiarity with insurance goes 
back to his teens. 

“My father bought me my 
life insurance policy when I| was in 
“l’ve never 


has been devoting most of 


first 


prep school,” he said. 
forgotten his confidence in insur- 
ance and what it can do for you. 
Through the years I have added to 
my coverage, | now have fire and 


casualty policies as well as several 
life policies. That first policy 


really started a chain reaction, and 


I got 


a mighty pleasant one, too.” 
That evening, as I sat with Singe 


Continued on page 70 
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outside of the music tent and 
listened as the music and song 
drifted out across the hillside, we 
continued our conversation of the 
day before. He told me of some of 
the insurance problems peculiar to 
the Music Circus. 

“Actually, we’ve done some insur- 
ance pioneering here at the Music 
Circus. When we first put up our 


tent, some underwriters came out 
and spent the day asking questions 
and making notes. Then they draft- 
ed a code for tent theatres and | 
suggested a few revisions. So we 
had the privilege of helping to set 
the insurance pattern for our part 
of show business. 


Hazard of Panic 


“This wasn’t just in the fire cov- 
erage, You see, the danger in a tent 
theatre is not from fire but from 
panic. A piece of canvas falling on 
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you would not hurt you and you 
can easily duck out of the way if a 
pole falls in your direction. But 
panic is a threat here as in any 
other theatre. That’s why we left 
36 inches for each row of seats—a 
yard from the back of one row to 
the back of the next. A person can 
walk in front of you and you don’t 
have to get up. That’s one of our 
ways of combatting the hazard of 
panic.” 

I took that chance to ask Singe 
what he thought about his favorite 
business, summer musicals. He 
thought for a moment, then said 
with great conviction: 

“These summer shows give a 
wonderful opportunity to young 
stars something they must ac- 
quire: experience in important roles 
before a live audience, They can’t 
get that training in any other way 
these days. Here they can appear 
in the big Broadway parts and show 
they’re ready for bigger things on 
the winter circuit.” 


Annuities Popular 


Finally I asked him what he 
thought was the most popular form 
of insurance among theatrical peo- 
ple. He was quite definite in his 
answer. 

“Annuities always have been the 
most popular form of life insurance 
in the theatre. Show people probably 
feel themselves inadequate to ap- 
praise investments and would pre- 
fer to pool their resources and al- 
low the professional investors in in- 
surance companies to take care of 
their savings. 

“What we’re all afraid of, pro- 
ducers and performers alike, are 
the mercurial peaks and depressions 
of show business. And performers 
—lI was in that part too for a while 
—also worry about the day when 
they can perform no more. The in- 
surance industry has certainly pro- 
vided stage people with their best 
answer to that fear of tomorrow.” 

I think that about sums it up as 
well as anyone could do it. I left 
with reluctance the Music Circus 
with its glamour and its wonderful 
feeling of youthful exhuberance. It 
had been a great experience to talk 
with Singe and his fine young com- 
pany. I’ve been converted to music- 
in-the-tent. If you ever get out 
there, you will too. 
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1. Competition stimulates you to 
study your business. It inspires 
you to present your ideas with 
conviction. It gives you the deter- 
mination you need to beat the 
other man. 


2. If you have no competition, 
make it. Set up your own quotas 
—daily, weekly, monthly, yearly. 


3. Insurance is of fundamental 
importance because it concerns a 
man’s ultimate financial security. 
A prospect buys from a salesman 
in whom he has confidence. 


4. Are you willing to apply all 
you know about your business to 
the business of your prospect? 


5. Never talk price until you 
have demonstrated quality. The 
objective of salesmanship is to in- 
fluence a prospect to appreciate 
the value of quality, service, satis- 
faction. 


6. Beware of “dollar blindness.” 
A dollar bill held before one’s eyes 
obscures all that is beyond it. At 
arm’s length, a dollar, although 
still in sight, does not interfere 
with surrounding conditions—and 
the other dollars that may be in 
range. 


7. A salesman who lies down 
deserves to be run over 
ally is. 


and usu- 


8. To convert an idea into a 
dollar: climb a high tree and then 
holler. Advertise. 


9. There is only one reason why 
your idea should bring a higher 
price than a similar idea—quality. 

10. An uninformed buyer will 
often buy cheap, inferior quality. 
Why? It has been demonstrated 
by a superior salesman. Always 
prove quality to justify the differ- 
ence in price. 


11. If you’re assuming your 
prospect isn’t interested in what 
he is buying (insurance is no ex- 
ception), you’re 
much. 


assuming too 


12. To sell anyone anything: 
you have to prove the need of that 
thing to him or his business. 
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A LINE A DAY... 


By Mel Blackburn, C.P.C.U. 


13. This matter of renewing al! 
Automobile policies without first 
talking with insureds and, then, 
mailing the renewals in the hope 
that most of them will stick, sacri- 
fices the lamb of common sense on 


the altar of speed. 


14. The commission on almost 
any Auto policy is a good day’s 
pay and it shouldn’t be booted 


around. 


15. The personal call increases 
income, decreases the cost of re- 
writing, plugs up holes in cover- 
age, and nips incipient competition 
before it can flower. If Automobile 
is bread-and-butter business, it de- 
serves meticulous attention. 


16. This is the time of year 
when kids fall off bicycles, topple 
off fences, tumble out of trees. 
At no other time are parents more 
concerned over the safety of their 
on-and-offspring. 


17. When his child suffers a 
serious accident, a father’s first 
thought is to obtain the finest 
available medical attention. His 
second thought, much later, is 
given to paying the bills. This 


latter worry can be lessened 


through adequate insurance 


18. The essence of a successful! 
sales campaign is to present a 
timely idea each week to 30 per- 
sons who are in a position to act 

19. Too much is said about 
quantity of prospects, not enough 
is said about quality. Your first, 
and best, prospect for new cover 
age is usually your present policy 
holder. 


20. A campaign based solely on 
completely serving the people who 
already have confidence in you 
could profitably guide your activi- 
ties for the rest of the summer 


and during the early fall. 


21. Give your present accounts 
“second look.” 

22. “Not covered” claims can 
melt parts of a client’s wall of 
protection as ice cubes vanish in 


the noonday sun 


23. In the vast field of third- 


party Liability claims, studded 
with new, changed, unknown and 
overlooked exposures, one lesson 
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A profitable way to win new friends 
and prospects by the thousands 
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MORE than 1,500,000 school children were insured under 
American Casuvalty'’s Student Protection Pian in 1954. This 
year's plan is even better. Learn why agents make comments 
like these: “more enthusiasm was stirred up with this plan 
than anything we have ever worked on"--and “we're con- 
vinced that the Student Protection program is the greatest 
thing that has happened in the insurance industry for both 
agent and company.” Write for your copy of the Student 
Protection kit today 


(Not available in California, New Jersey, Oregon, South Dakota and Texas) 
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can be gleaned. It is: survey 
every client’s exposures and con- 
vince him of the advantages of 
owning Comprehensive Liability 
protection. 


24. To start a year’s program of 

renewal modernization, review 
every risk on your expiration list 
for the next two months. Once 
started you'll keep it up for the 
other ten months because this 
plan is the only positive way to 
shockproof your clients and your- 
self. 
25. Make sure you have enough 
time to tell all of your story. The 
more expensive your idea is, the 
more time you need to properly 
demonstrate it 


26. The difficulty with “closing” 
is some salesmen feel they are 
asking a favor of their prospect. 
They've forgotten that they may 
be doing a favor for their pros- 
pect. 


27. To be “natural” is to be 
spontaneous. Sometimes a person 
sitting for a photograph succeeds 
only in looking silly. How do you 
“look” to your prospects? 

28. Maximum sales do not de- 
pend on the number of prospects 
you meet. Instead, how do you 
meet them? 


29. Maximum sales do not de- 
pend on what you say to people. 
Instead, how do you say it? 


30. Everyone likes to be “well 
known.” 
is not ashamed of it. Use it. 


Everyone has a name and 


31. In the past decade  par- 
ticularly, people have recognized 
their responsibility to strangers 
in the form of Casualty insurance, 
and their responsibility to their 
families in the form of Life in- 
surance. Life, like Casualty, of- 
fers tremendous rewards to a 
salesman who will make calls. 


THE SPECTATOR 





sé TOCK conscious” is the term 

for it. You and your neigh- 
bor and your neighbor’s neighbor 
are getting that way and even the 
institutional 
ing of the possible increase in 
earning power of corporations ten 


investor is dream- 


years from now. Common stocks 
are the increasing rage of the 
moment. 

This is not an unusual phe- 
nomenon. It has always occurred 
when times were prosperous and 
getting more so. When business 
is good, employment high and 
money jingles in the pocket, it is 
natural for most people to have 
confidence in the future and in the 
possibility of even better times 
ahead. 


Reason for Optimism 


Today it would seem we have 
every reason to believe in an ex- 
panding economy, with new 
methods, new products and above 
all a wider distribution of the 
fruits of prosperity. More people 
have more money and a willing 
ness to spend it. In this respect 
the times are different from simi- 
To cite a 
Security, 


lar periods of the past 
few instances — Social 
unemployment payments, 
plans, farm price supports, mini 


pension 


mum wage, and the concept of 
full employment backed by a Fed 
eral law are some of the sustain 
ing props that are new and 
counted on to cushion a decline in 
business activity 

We also have the usual hopeful 
signs of every prosperous age 
new products, new _ industries, 
“Empire building” and vast new 
schemes to merge, consolidat 
expand and promote. 

To sustain these aggressive de 
signs we have a rapidly increas 
ing population—nearly three mil 
lion more a year—a higher than 
usual birth rate demanding more 
housing space and more feeding 
formulas, not to mention a host of 
new gadgets. The previous big 
baby crop of the war vears will 
be reaching marriageable age in 
the early sixties adding a new 
source of demand and a new talk 
ing point for the bright picture 
of ten years hence. 

Even the government plays a 
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uewvestments... 


By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


Common Stocks and Variable Annuities 


part, and an important one at 
that, in the encouragement and 
development of present and future 
prosperity. Money rates are unde) 
the control of the Federal Reserve 
Board as well as the amount of 
loanable funds at the disposi 


the banks 


These are powerful 
orces of support 

With all this encouraging back 
ground and with atomic energy 


pointing to an 


and automation 
ever expanding future, it is not 
surprising that the common stocks 
of leading American firms are 
looked on a 
future growth of America 

Actually that is what they 
and always have been 

The flaw in the thinking is that 


yrov th is 


certificate of the 


an ever ascending road 
Growth comes gradually with 
periods of hesitation and actual 
retracement, like searching for a 
road over a mountain. It is be 
cause people forget that growth 
is beset with hesitation and re 
tracement that a prosperou 
period blossoms into a boom and a 
boom into a period of irrationality 
Today we are feeling the first 
tingle of a boom psychology se 


think 


stocks are the answer to all in 


cause of it we common 


vestment problems-——both present 
and future. This has not proven 
should 


not be too sure of our footing to 


true in the past, and we 


day. With such a wide spread in 
terest in common stocks, however, 
there is a tendency to think that 
common stocks can be counted on 
to produce specific results at some 


future date 


Growing Feeling 


Along these lines and bolstered 
by the theory of an ever expand 
ing economy, there has been agita 
tion to permit life insurance com 
panies to place more of available 


stocks All 


States now permit some heldings 


funds in common 


of common stocks but it is small 


and varies by States. These are 
logical restrictions, and there is 
no valid need to expand them for 
the simple reason that a life in 
surance polic y guarantees a ypec l 
fic number of dollars at some fu 
ture date 

The claim that possible inflation 
undermines the future value of a 
No one 


knows when he or she is going to 


policy is beside the point 
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die or whether inflation or defla- 
tion will be the dominent factor 
at that time. Your decision as to 
the amount of insurance is an 
individual one in which the fear 
of inflation is only one factor. 
Some of your friends may have 
taken additional life coverage 
with the thought of leaving or 


having more dollars to compensate 
for a lower purchasing value of 
the dollar. Others may ignore the 
inflation threat or make changes 
in investment portfolios to meet 
future needs, 

In any case the life insurance 
company is only committed to pay 
your family a certain number of 
dollars and the investments back- 
ing up this guarantee should also 
be committed to securities that 
can be counted on to supply a 
certain number of dollars. These 


ECONO MIZER 


Bankers Life of Nebraska offers the “Economizer,” a 
plan which is designed to give a man maximum protec- 
tion during the years of maximum family responsibility. 


PLUS a guaranteed monthly income to his family until 
twenty years from the date of policy issue in event of his 


death— 


PLUS a cash payment after the expiration of the guaran- 


teed monthly income- 


PLUS a cash payment in event of his death after twenty 


years 


PLUS high cash values at retirement age, with a choice 


of options for payment 


This excellent policy, another of Bankers Life of Ne- 
braska’s leading policy plans, is a complete program in 


itself, designed to fit the man 


with a family. 


Bankers Life 
(23222%5° Of Nebraska 


SINCE 1887 


HOME OFFICE 


LINCOLN 


are the basic facts and with such 
facts an investment program pro- 
ducing fixed dollar income, as now 
practiced by life insurance com- 
panies is the only program that 
makes financial sense. 

On the other hand, with a trend 
towards inflation—a trend that 
could be aggravated by govern- 
ment action to slow down a busi- 
ness recession—we should not 
ignore the future effect on the pur- 
chasing power of the dollar. It 
is because of this possible trend 
that some life insurance companies 
have been trying to get State 
Legislatures to authorize life in- 
surance companies to write what 
are known as variable annuities. 
In this setup a policy holder would 
have the protection against a fall 
in the purchasing power of the 
dollar as a sizable portion of the 
investment fund would be in com- 
mon stocks. 


Suitable To Times 


The life companies should be 
permitted to write this variable 
annuity type of policy as it fits 
the needs of the times and the 
purchaser knows exactly what he 
or she is getting—a promise to 
pay an uncertain amount of money 
at some future time. 

With companies writing both a 
fixed dollar policy and a variable 
dollar policy—with separate in- 
vestment funds for each group 
the public will know exactly 
where it stands and can buy ac- 
cording to individual opinion or 
need. The life companies will not 
run the risk of future criticism, 
which would be sure to arise, if 
present investment programs were 
changed to include an increasing 
amount of common stock. Any 
prolonged decline in the stock 
market would arouse doubts as to 
the ability of the companies to 
pay off on fixed-dollar 
and would start a chorus of abuse 
by those agitating for government 
control or interference. 

The variable annuity policy 
could not be so criticised as it 
would be sold for just what it 
would be, a hedge against changes 
in the purchasing power of the 
dollar. 

With all the confidence that 


policies 
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exists today generating an in- 
creasing interest in common 
stocks as the investment vehicle 
of the future, let us not confuse 
our objectives. The life insurance 
companies should not try to feed 
two horses from the same bag; it 
usually results in trouble. Stick 
to what we have—a sane, sound 
investment program to produce 
a specified number of dollars at 
a specified time. Then add an- 
other sane and sound investment 
program that will rise and fall 
with the waves of business prog- 
ress and reflect the changes in 
the purchasing power of the dol- 
lar. With these two programs 
the life insurance field would sup- 
ply the protection needs of the 
present and forseeable future. 


Public Must Support 

The effort to convince State 
Legislatures that the variable an- 
nuity is a sound and logical addi- 
tion to the life insurance field 
needs public support. There is 
active opposition from investment 
sources that do not relish possible 
competition from life companies 
and less active opposition from 
other life companies that question 
the place of variable-dollar con- 
tracts in the field where fixed- 
dollar contracts have been the rule. 
You should contact your State rep- 
resentative, particularly in Tren- 
ton, New Jersey. The Legislature 
there meets on August 8,1955. This 
Legislature took no action on the 
bill at the last session. The facts 
are simple and logical and the more 
your representatives hear from 
you and your friends the more at- 
tention they will pay to the pend- 
ing bill. 


Rightful Qualities 

“Stock conscious” is an every 
day term for investors, but it 
should not be allowed to get out 
of focus. We can be stock con- 
scious without dreaming up attri- 
butes common stocks do not pos- 
sess. In a variable annuity fund 
they are essential as_ reflecting 
the trend of business and finance, 
but when you contract to pay a 
given number of dollars, common 
stocks can be extremely danger- 
ous. 
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coverages 


and torms 


Stockholders Protective Insurance 


Q. What companies write this 
form? 

A. Employers Mutual Liability 
Insurance Company of Wisconsin 

Q. How is it written? 

A. As a separate policy. 


Coverage 

Q. What does this policy pro- 
vide? 

A. The insuring clause of this 
policy reads: “To pay the insured 
for loss, as herein defined, sustained 
by the stockholders by reason of 
legal liability for damages on the 
part of the corporation on account 
of personal or bodily injury, sick- 
ness or disease, including death at 
any time resulting therefrom, sus 
tained by any person, or injury to 
or destruction of property, includ- 
ing the loss of use thereof.” 


Definition of What Constitutes a 
Loss 


The term “loss” means impair- 
ment of the net worth of the cor- 
poration by reason of payment 
actually made in cash by the cor 
poration in settlement of such lia- 
bility, or by reason of the applica 
tion of its assets by legal process 
to the payment or liquidation in 
whole or in part of such liability. 
Costs or expenses of legal process 
or judicial sale, costs and expenses 
of bankruptcy, receivership or 


76 


liquidation, or diminution of value 
or loss of use due to seizure under 
legal process, bankruptcy, receiver- 
ship or forced liquidation shall not 
be deemed to be loss. Amounts re- 
covered or recoverable by the cor- 
poration or its legal representa- 
tives, through insurance or from 
any person or organization legally 
liable to indemnify the corporation, 
in whole or in part, against its lia- 
bility, or by reason of tax deduc- 
tions or otherwise, shall not be in- 
cluded in loss. 

There shall be deducted from 
loss on account of each occurrence 
the deductible amount shown in 
the Declarations, and the company 
shall be liable only for loss as above 
defined in excess of such amount; 
but this provision shall not apply 
to the extent that the liability of 
the corporation is covered by in- 
surance as stipulated in Condi- 
tion 3. 

The term injury” 
means injury, including loss of rep- 
utation, humiliation or mental an- 


“personal 


guish, due to false arrest, false im- 
prisonment, malicious prosecution, 
racial or religious discrimination, 
invasion of privacy, libel or slander. 

Condition 3 refers to a clause in 
the policy which requires the as- 
sured to maintain bodily injury and 
property damage insurance as de- 
scribed in the policy declarations. 
Failure to maintain this insurance 


as warranted in the declarations 
voids this coverage. 


Exclusions 


Q. What are the exclusions? 

A. This policy does not apply to 
loss arising out of: 

(a) Injury to or destruction of 
property owned by the corporation 
or any subsidiary or affiliate there- 
of, or owned by a stockholder and 
used by, occupied by, or rented or 
leased to the corporation, or injury 
to or destruction of goods or prod- 
ucts manufactured, sold, handled or 
distributed by or work completed 
by or for the corporation, out of 
which the occurrence arises; 

(b) Bodily injury to, sickness, 
diease or death of any employee of 
the corporation while engaged in 
his employment, or liability of the 
corporation under any workmen’s 
compensation law; 

(c) Injury or destruction inten- 
tionally inflicted by or at the di- 
rection of the corporation; 

(d) Liability of the corporation 
for infringement of patents, copy- 
rights or trade marks, unfair com- 
petition, violation of anti-trust or 
fair-trade interference 
with the business of others. 


laws, or 


Policy Developed by Chicago 
Advisory Firm 

This new Liability policy will 
protect the shareholders for equity 
in corporation impaired because of 
a catastrophe accident. It is a new 
type of Liability insurance devel- 
oped for the investing public and 
owners of closely-held corporations. 

It is known as Stockholders Pro- 
tection Insurance and will reim- 
burse shareholders for their equity 
in a corporation in the event of 
bankruptcy or impairment of net 
worth due to catastrophe accidents. 
The new policy innovation was 
created by Belt and Ricker, Chicago 
insurance advisory firm, and is cur- 
rently being written by the Em- 
ployers Mutual Liability Insurance 
Company of Wisconsin. 

Technically, Stockholders Protec- 
tive Insurance is property insur- 
ance against third party liability 
perils, plus catastrophe coverage. 
It is designed for purchase by 
stockholders instead of corpora- 
tions, so that policy benefits would 
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not be available to creditors of a 
corporation in the event of re- 
ceivership or bankruptcy. Under 
one policy and limit, all the liabil- 
ity perils are insured “in the broad- 
est contract yet introduced,” Belt 
and Ricker said. 

Tower Belt, originator of the 
new policy, said that “there has 
been no yardstick for determining 
adequate limits of liability insur- 
ance protection. The increasing 
liberality of the courts in awarding 
damages in liability suits empha- 
sizes the need for such a yard- 
stick.” 

In practice, Belt explained, the 
corporation will continue to pro 
vide various forms of automobile 
and general liability insurance in 
normal amounts. The stockholders, 
as a group, will purchase the new 
insurance as excess and in the 
amount to match the net worth of 
the corporation. 


Defense of Actions Against 
Assured 


The company shall not be ob 
liged to defend any action against 
the corporation; but if the com 
pany shall elect to assume the de 
fense of any action, the insured to 
the extent he legally can shall ar- 
range the co-operation of the cor- 
poration, its offiers and employees 
so that such defense may be as- 
sumed. The company may make 
such investigation, negotiation or 
settlement of any claim or suit as 
it deems expedient. The company 
will reimburse the insured for all 
reasonable expenses, other than loss 
of earnings, incurred by the in 
sured or a stockholder at the com 
pany’s request. 

The amounts incurred under this 
Insuring Agreement, except settle 
ments of claims and suits, are pay 
able by the company in addition to 
the limit of liability of this policy 


Covers Occurrences 


This policy applies to loss arising 
out of occurrences during the policy 
period. “Occurrence” means an ac- 
cident, or a continuous or repeated 
exposure to conditions which re- 
sult in injury during the policy 
period, or an act or course of con- 
duct which results in personal in 
jury 
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Carol, Edna, Hazel It does seem to me 
awfully ungallant of the Weather Bureau to name 
structive things as hurricanes after us 
girl Still, men, I suppose, will be men, and 
who am I to obje hé jut anyway, and 
seriously, % he windstorm sason gets nearer, 


Mr. L really isy wit! he Extended Coverage 





endorsement "Nobody should be without it, 
Ellen," h ay “whether his property is in the 
count of the many 
igainst." Mr L likes 
Coverage endorsement because, 
lend—paying, the net cost i 
P.S. Goodness! Nobody 
f naming irricane after 


haybe somet 











MR. LOCAL AGENT 

PLM’s new fire insurance folder includes information 
on Extended Coverage. Have you seen this unusual 
mailing piece? Why not write us for a sample copy. 
It can help you help yourself to more business at this 


most opportune time, 


Pennsylvania Lumbermens 
Mutual Insurance Company \z 


Market Street Nat 31 Bonk 6 ) 


weet 26 tet Gan 
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Writing FIRE and ALLIED LINES “In the Birthplace of American Mutual insurance” 





PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


How Agents Use Newspaper Ads 

An explanation of how property 
insurance agents can advertise ef 
fectively is contained in a visual 
presentation prepared by the Bu- 
reau of Advertising of the Ameri- 
Publishers Asso 
ciation called, “The ‘Cracker Bar- 
rel’ days of Salesmanship are 
over,” 


can Newspaper 


Beginning with a plain-spoken 
summary of the direct 
writers problem, the report dis- 
cusses possible solutions. While not 
taking sides in the controversy, it 
does answer the “my business is 


so-called 


different” objection of agents in 
talking about sales promotion, For 
instance, the book points out the 
seasonal advertising opportunities 
available to every agent. 

The “Cracker Barrel” is in two- 
The first part offers visual 
exhibits covering ideas and _ pro- 
posals and concluding with a sug- 
gested four-point program. Second, 
is a “how-to-do-it” supplement il 
lustrating typical successful news- 
advertisements by 


parts. 


paper local 
agents and a number of advertis- 
ing case histories, 


For Further Information Circle 68 on Card, 


The Story of Creative Capital 
“The Story of Creative Capital” 
booklet prepared by the 
Du Pont Company portraying the 
function and history of capital in 
The 82-page book- 


18 6A 


our economy. 
let is well illustrated and shows 
a cross-section of typical inves- 
tors, how their savings are put to 
work and the benefits to the na- 
tion from the higher productive 
capacity created by capital. 


78 


INSURANCE 


USE REPLY CARD ON PAGE 80 


The necessity of capital to the 
progress of business and the need 
to offer incentives to the investor 
are pointed out. 


For Further Information Cirele 89 on Card. 


Electric Collator Speeds Output 
A new, electric, office, collating 
machine has been announced by 
Collamatic Corporation. 
jeing electrically-powered, the 
machine allows operation by an 


Collator Features Speed 


inexperienced 
for longer periods of time, and a 
sustained rate of production of 
approximately 8000 collated 
sheets per hour. 

Other include feed 
bins to accommodate over a ream 
of paper, built-in inspection fa- 
cilities, automatic counter and a 
stapling-stacking bin. 


person, operations 


features 


For Further Information Cirele 90 on Card. 


For additional free information on one 
or more of these items, detach the reply 
card. Circle on it the number or num- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested, Fill in the blanks with your name 
and address and drop the card in the 
mail, 

This reply card is not an order blank. 
\t merely tells the supplier that you are 
interested in receiving without obliga- 
tion more information about his product 
or publication. 











C. of C. Discusses Free Health Care 

A question and answer booklet 
on the timely subject of free health 
care has been prepared by the 
Chamber of Commerce of the 
United States. Under the title, 
“Free Health Care for Everyone?” 
all the usual arguments in favor of 
government sponsored medical 
care are advanced and analyzed. 

The conclusion of the discussion: 
the job of health 
should be left up to voluntary ef- 
forts. 


Single copies are available on re- 


insurance 


quest. 
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Taxes, Life Ins. & Annuities 


An analysis outlining the gen- 
eral principles of federal income, 
estate, and gift taxes according 
to the Internal Revenue Code of 
1954 and the effect of the latter 
on life insurance and annuities is 
presented in the booklet prepared 
by Commerce Clearing House, 
“How Federal Taxes Affect Life 
Insurance and Annuities.” 

Divided into three main divi- 
sions, the book covers some 91 dis- 
tinct aspects of the tax problems 
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involved. Part One, Income Tax, 
discusses among other things, tax 
treatment of personal life insur- 
ance proceeds, tax elements in 




















various business life plans, life 
insurance trusts; deductibility of 


annuity premiums; and transfers SUCCEEDING WITH 


for value. 


Part Two, Estate Taxes, covers 

annuities combined with life in- UCCESS 
surance; special considerations SG 

involving annuities under trusts, 
and Part Three, Gift Taxes, deals ema Vil tell you why.... 
with valuation, premium _pay- 
ments, and present or future in- 
terests in annuities. Of course I’m succeeding as General Agent of The United 
For Further Information Cirele 2 on Card. States Life. 


Look at its figures for 1954: 

Open Shelf Files Add Space e Year end Insurance in Force — 38% over 1953. 
Open shelf files designed espe- e Total New Ordinary and Group production — 78% 

cially for large scale filing have over 1953. 

been developed by Estey Metal e Individual ARH Premiums — 36% over 1953... 

ners a Rada nivy - wi first year A&H premiums — over 100% ahead of 

Open Shelf Filing Units include 1953. 

cantilever bracket support shelves ia . . woe 

which can be lifted out with con- I’m merely Succeeding with Success! 



































tents intact, complete accessibility - 
of records, removable dividers and 
the brand new and exclusive Fol- 
Jower Block. 

Shelves are so designed that Find out today by writing Agency Dept. (SP) 
their depth allows an overhang of 
folders for easy pulling and filing. 


You too can board the Success train. There may be a 
United States Life General Agency available in your area. 











vie 2 ; ; OLDEST STOCK LEGAL RESERVE LIFE INSURANCE COMPANY IN THE U 7] 
Units are available in single-faced 


or double-faced construction. ; 
Of special interest to insurance THE 
companies is a newly developed NITED TATES 
shelf file for group insurance cer- 
LIFE INSURANCE COMPANY 


pany, it will house the contents of IN THE CITY OF NEW YORK | 


two conventional files at half the + yl ASSOCIATED | Continental Casualty Company, Continental Assurance Company, | 
cost 106 With — | Transportation insurance Company 


YEAR 
For Further Lnaformation Cirele 3 on Card LIFE ° GROUP ° A. & H. ——— 
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tificates. According to the com- 











Reader Doubles as Photo-Copier 
A desk-top microfilm reader, 
which doubles as a photo copier to 





: . : AJUTTEUTETTETTEE TEE 
make enlarged prints directly from 


the microfilm, has been announced 
by the Filmsort Division of Dexte) 
Folder Company. 

According to the company, need 
for special attachments or acces 
sories to make enlargements is 
eliminated. By opening out the 
top, photocopying paper may be in 
serted behind the screen so that 
the microfilm image is projected on 
the paper. 

The new unit, the Inspector 200, 
is especially constructed to accom- 


Tor 


Ordinary 
Monthly * Weekly 


Accident * Health 


General Agents and Brokers 


Ala., Fla., Ga., S.C.., 
Miss., Tenn., and Ky. 


Hospitalization Insurance 


The Union Life 


Write 
Insurance Company, Inc. 


B. L. Carter, President 


Pioneer Life G Casualty Co., Inc. 
Gadsden, Alabama 


Richmond Virginia 
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P ous suggestions are made about cording to the company, has been 
Products & Services oe oe 


how buy-and-sell agreements may designed in consultation with 
Continued from pege 79 be drawn and implemented. many underw riting vspeeniceail 
For Further Information Cirele 5 on Card. Investigation for the new re- 
port will cover all of the under- 
modate all Filmsort jackets and 1954 Tax Code Applied to A & H writing factors shown on _ the 
aperture cards for scanning and blank. Inspectors are being in- 
print making. A concise set of questions and structed to emphasize health 
Vor Further Information Cirele 4 on Card answers about the application of past and present, finances, occu- 
_ Internal Revenue Code of 1954 pation. On family coverage, the 
Agency Perpetuation Studied to the accident and health busines number of children in the family 
has been made available to repre and their ages, health, total fam- 
sentatives of Bankers National hw teaneune ond ‘wife's insome if 
—_ employed, are to be covered. The 
The purpose of these answers is reports will cover a minimum of 
to provide s ready reference thet one year, but most of them will 
deals specifically with accident and ; 


Legal and tax aspects of agency 
succession and perpetuation are 
the subjects of an article, “How To 
Prolong Your Agency's Life,” 
written by Charles W. Tye of Jo 


seph Frogyg: ye Co. ¢ strib- : : 
P egal & o, and distrib health premiums and benefits for 
uted by Security-Connecticut Com 


panics, loss of earnings, and for hospital, 
The piece makes a strong case —— and medical expenses. = Frjendly Reminder by Mail 
iile the answers are not defi- 
nite rulings on the questions cited, 
they are the usual applications of 
the tax requirements. 


cover a much longer period. 


For Further Information Cirele 7 on Card 


for the importance of planning to 
get the maximum value for an 
agency when one of the owners dies 
or retires, and warns that pro 


Once every 60 days a friendly 
sales message can be sent to your 
clients, according to the plan of 


Cc sntal Assurance. 
For Further Information Cirele 6 on Card. ontine ries . - - 
grams should be altered with a Aimed at solving the problems 


view to the 1954 Tax Code if they ( sneral lines men who are too 
are to be effective. ” New Report for Major Medical et. wc. tients as often as 

Mr. Tye discusses his subject A new reporting service for ma- they should, this selling reminder 
from the points of view of sole pro jor medical expense coverage has plan enables clients and good 
prietorships, partnerships, and been announced by Retail Credit prospects to let the agent know 
closely held corporations. Numer Company. The report blank, ac when they need other coverages 


 Guecomful, ce: 
Man... 


You sense that he’s 
a man of power and NEW YORK 
of understanding. In 
his brief case, you'll 
find the top - flight American Equitable Assurance Company 
sales tools which of New York 

help people buy — Organized i918 

life insurance, acci- Globe & Republic Insurance Company 
dent and sickness, of America 

and hospitalization. Seamed 108 

His policyholders Merchants and Manufacturers Insurance 
speak highly of him; Company of New York 

he is respected by Organized 1049 

his colleagues. New York Fire Insurance Company 


Incorporated 1832 
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A COMPLETE LINE OF LIFE, HEALTH, 92 William Street, New York 38, N. Y. 
ACCIDENT AND HOSPITAL COVERAGE | 
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such as auto, fire, liability lines, 
etc. 

Although the ;:'an does not fea- 
ture only life, a prime objective 
of the mailings is to channel to 
the agent life insurance which 
the client would buy elsewhere. 


For Further Information Circle 8 on Card. 


U.S. Dollar & Foreign Equivalents 

A compact guide to foreign cur- 
rencies that computes for Ameri- 
cans abroad how much their U. 3S. 
dollar is worth almost anywhere in 


Dial Dollar Values 


the world is being produced by I 
& M Ottenheimer. 

Made of Bakelite rigid vinyl 
sheet, this travel aid translates 
U. S. dollars into 26 foreign cur- 
rencies. Three basic calculations 
are made by the computer: the 
basic monetary unit of each for- 
eign exchange and its value in 
American money; the number of 
these foreign units that can be 
bought with one U. S. dollar; and 
the equivalent in each foreign cur- 
rency for any one of 16 American 
money figures between a dime and 
one hundred dollars. 


For Further Information Circle 9 on Card, 


All About Business Letters 


The “Handbook of Business Let- 
ters” by L. E. Frailey is a 1300- 
page desk reference containing 
ideas and facts on every type of 
business letter. 

Included are 1,056 specimen let- 
ters as well as explanations and il- 
lustrations of the techniques of ef- 
fective business-letter writing. 

Among the many types of cor- 
respondence covered are the sales 
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letter, letters to win goodwill and 
sales management letters. Lan- 
guage, mechanics, secretarial co- 
operation and personality in busi- 
ness letters and other facets of the 
subject are also reviewed. 


For Further Information Cirele 10 on Card. 


Metal Tape Aids Computers 

Two new Univac-Scientific mod- 
els have been announced by 
Remington Rand _ incorporating 
developments which make this 
electronic computer compatible 
with the company’s commercial 
Univac, and the recently an- 
nounced File-Computer 

The new development which 
makes it possible for these com- 
puters to work together is the 
input-output medium, the metal 
magnetic tape. Replacing plastic 
tape, the metal tape makes it 
possible for installations utiliz- 
ing any two or all three of these 
computers to feed data and re- 
sults from one to the other in- 
terchangeably. 

Virtually identical in scope, the 
two new models embody addi- 
tional improvements which _ in- 
crease both capacity and speed of 
operation. 


For Further Information Cirele 11 on Card 


Savings & Loan Directory 

A new directory of Savings & 
Loan Associations has been pub- 
lished by the T. K. Sanderson Or- 
ganization. 

According to the publishers, this 
directory will be the first of its 
kind published in America. It will 
contain 6200 Savings & Loan As- 
sociations, Building & Loan Asso- 
ciations, and Co-Operative Banks, 
regardless of size. 

Information will show the As 
sociation, its location, key officials, 
assets, membership in the Federal 
Savings & Loan Insurance Corp 
and/or membership in the Federal 
Home Loan Bank. 


For Further Information Cirele 12 on Card, 


1955 Insurance Almanac Ready 
The 1955 edition of the Insur 
ance Almanac is now ready for 
distribution. This book contains 
information about all branches of 
Continued on page 82 


You'll have 
to SHOW 
me... 


My prospec nust ive been trom 
Missourt' 


in black and white, and | was running 


ning ha { to be proved 


cof facts and hgure 


Technical reinforcement was clearly 
indicated and the Pacitic National 
pecial igent ipplied it. He helped 
me prepare an analysis so clear, simple 
ind logical that resistance melted and 


I sold the account 


gher they are the quicker 


u remember that it 


AND IT’S A GOOD POLICY FOR 
AGENT, BROKER AND ASSURED 
THAT BEARS THIS SEAL 


PACIFIC 
NATIONAL 
FIRE INSURANCI 
COMPANY 


HOME OFFICE ~ SAM FRANCISCO 
FORLIGH DEPARTIOENT + WOW YORK, Sam FeaNCHICO 
EASTERM OLPARTMENT © PRILAOLIPNIA 
WESTERN OEP ARTMENT © CHICACe 
SOUTHERN DEPARTMENT © ATLANTA 
INTERMATIONAL FACILITIES 
WORLD-WIDE SERVICE 





Products & Services and company house organs with size premiums without prior refer- 


names of editors and publishers ence to Afco, finance five-year de- 

is given. posit premiums, and handle three- 

Continued from pege 81 For Further Information Cirele 14 on Card. year deposit premiums under three 
annual installments with a down 


insurance, state officials, state  Splified Afco Forms Available = payment of 40 per cent instead of 

laws, companies, agents, actua- Afco Incorporated has released 45 per cent 

ries, claim adjusters, etc. two new simplified operating forms Fer Further Information Circle 14 om Card. 

In addition, such varied infor- which are al] that is required for 

mation as dates and places of im- producers to arrange adequate * ° eae 

portant insurance Ncceatdan budget plans for their insureds. Five Language Life Dictionary 

legal holidays, directories of lead- Although there has been no A “Dictionary of Actuarial and 

ing agents and brokers, and com- change in the basic rate structure, Life Insurance Terms” has been 

plete lists of insurance journals, producers can now budget larger prepared by Kraus Periodicals, 
Inc. Arranged in five columns, the 
book contains translations of the 
terms in English, French, Ger- 
man, Italian, and Spanish. Each 
section presents the terms in al- 
phabetical order according to one 
language followed by translations 
in the other four. 


For Further Information Cirele 15 on Card 


Ie wo RKING | Mailing Unit Opens, Seals 


A multi-purpose mailing unit 


under a ‘t that seals or opens envelopes has 
full head 
of steam? 


Are you getting the most out of your line records or insurance : 
surveys? Do you always check the possibilities of selling insurance Mailer Has Many Uses 
to cover the serious losses that may occur wherever there are 
wilers, pressure vessels, and mac ry? : T : 
boilers, pressur ‘ MK hinery | been introduced by Pres-To-Line 
. ol magi o . 
Don't let the other fellow slip out with the “Boiler and Machinery Corporation. 


business-—while you service the more difficult lines. : , ' 
c : ' ; ' Incoming mail is slipped 
American Guarantee’s boiler an machinery engineers and under- through the opener without mess 
writers are prepared to help you. They will make the risk inspec- ' . 
or confetti, according to the com- 

tions and coverage analyses and provide you with the quotations 
? pany. Outgoing envelopes are au- 


you need in order to sell boiler and machinery insurance. How 
tomatically moistened and sealed, 


can you arrange for this help that can add substantially to your 
premium volume and profits? Just talk it over with the Zurich- ready for stamping. A_ built-in 
American field man, stamp moistener can also be used 
| to moisten the finger for thumb- 

ing sheets. 


For Further Information Cirele 16 on Card. 


Data on Public Insurance Adjuster 

INSURANCE COMPANIES “Facts You Should Know About 

Public Insurance Adjusting” is a 

Zurich Insurance Company pocket-sized booklet prepared by 

American Guarantee and Liability Insurance Company the Nationa] Association of Public 

HEAD OFFICE: 135 S. LA SALLE ST., CHICAGO 3, ILLINOIS Adjuster to acquaint the public 
with functions of public adjusters. 


For Further Information Circle 17 om Card. 
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Personalized Cuff Links 
Individual, personalized cuff 
links the 
House of Kings as a gift companies 
might give to the agent or broke 


are being offered by 


who has everything. Any type of 
copy can be reproduced on the cuff 
links 
emblems or crests in exact 


ture. 


business cards, signatures, 


minia- 


According to the company, the 
links of the 


metal, reasonabl: 


are quality 


to 


highest 
yet priced 
allow for distribution at a low cost 
All de- 
signed by the company’s creative 
staff no charge for 
layout on quantity orders. A mini- 
mum charge is made for art work 
if 


special order jewelry is 


and there is 


For Further Information Cirele on Card 


Sound Insurance Buying Points 

“Play the 
booklet being 
Atlantic 
an 
insurance purchasing. 

The pamphlet is written to an- 
swer questions owners might have 


is a 
the 


describe 


Percentages” 
distributed by 
to 


principle of 


Companies 


important sound 


Among 
finding 
insur- 


about buying insurance. 
the 
the 
ance avoiding 
through uninsured or overlapping 
risks, and full 

interests when a 


For 


topics discussed 
right to 
protection, 


are 
man provide 


loss 


representation of 
arises. 
19 


claim 


Further Information Cirele on Card, 


Recipient Can Select Own Gift 
A selective gift 
has made to 
nessmen by Certif-A-Gift Co. 
According to this plan, the gift 
recipient chooses his own gift from 


birthday plan 


been available busi- 


a group of items illustrated in an 
announcement folder imprinted 
with the gift giver’s name and his 
best wishes. 

All the sender has to do is pro- 
vide names and specify how much 
he wants to spend for each person 
Certif-A-Gift Company takes care 
of all the details of imprinting, ad- 
dressing and mailing the _ illus- 
trated gift announcements as wel! 
as the wrapping and delivery of 
the gifts. 

Eight different gift 
available, each arranged according 


groups 


to price. 


For Further Information Cirele 20 on Card 
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are 


Kearney on Fire Prevention 
" 


Smell Smoke” is a new book 


on how to and how to pre 


vent fires b Kearney 


Written 


the | 


In a highly readable stvie 


ook answers many pertinent 


questions, such what is “torel 


How 


the 


as 
ous dr. 
If you 
suld you 


clothing”? dange} 


cleani home? 


smell ght, she 


open the door to look for the fire”? 


What 


The 


to 


autho. 


own? 


has 


presented 


authoritative explanation of 
Oo keep 


‘ 


fires 
them 
put 
At 
there 
be 


) 


them out quickly 


the 


Is 


Further 


; 


SLAP, 


from 


a 


what 
startin 


¢ 


end Ol 


to do 


g, 


each 


and 
and 


; 


now 


are the right fire extinguish 


in 


how 


‘ 
oO 


safely 


( hapter 


handy summary. 
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“Heads You Win, Tails You Lose’ 
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OLD SUPERSTITIONS 


and what they mean 


In the days of Julius Caesar, his head appeared on every 
Roman coin. So great was his power that if the head turned 
up when a coin was flipped to settle a dispute, the person 
who'd chosen it unquestionably won the decision. 


However, nowadays, nothing is left to chance when you 
offer the protection of L & L’s new Homeowners Policy 


or Comprehensive Dwelling Policy. 


most states) 


THE 


LONDON & 
LANCASHIRE 
GROUP 

NX) COMPANY Of NEW YORK ° 


(Fire Department) 


(Now 


PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID 


available 


in 


Card 


London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LITO. © ORIENT INSURANCE COM 


© SAFEGUARO INSURANCE 


STANDARD MARINE INSURANCE COMPANY, LTD 


LONDON & LANCASHIRE INDEMNITY COMPANY Of AMERICA 





CHANGES IN 


 aamaeaats 


mee semen 


Groups of 10-24 Eligible 


John Hancock has announced a 
new series of Group package policies 
specially tailored 
for groups involv- 
ing 10-24 eligible 
employees. 

According to the 
company, an out- 
standing feature of 
the new series is 
the Health Insurance coverage pro- 
viding benefit up to $2000 for cov- 
ered hospital surgical and in-hos- 
pital medical expenses, subject to 
80 per cent co-insurance and $25 
deductible provisions. 

Group life, including waiver of 
premium, and non-occupational ac- 
cidental death and dismemberment 
are basic benefits offered in amounts 
up to $5000 each. Accident and sick- 
ness coverage is available except in 
states having compulsory cash sick- 
ness laws. 


For Further Information Circle 243 eon Card. 


Convertible Term is Renewable 
An improved five-year convertible 
term policy with a renewable fea- 
ture not previously included in its 
policies of this type has been an- 
nounced by Prudential. 
Replacing the company’s present 


84 
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five-year convertible term contract, 
it provides that at the expiration of 
any term period, the policy may be 
renewed for another five-year pe- 
riod by payment of the increased 
premium at the attained age. 

Intended primarily for business 
purposes, the minimum amount that 
will be issued is $20,000. 


For Further Information Circle 244 on Card, 


Three New Plans 

Great-West Life Assurance has 
issued a new rate manual which in- 
cludes three new plans and reduced 
premiums on all non-participating 
life and endowment plans. 

“The Executive Special’ is a par- 
ticipating plan featuring low cost, 
maximum protection when needed 
most and reduced face amount after 
age 70. minimum 
amount of $10,000, it has a special 
conversion privilege which, if ex- 
ercised before age 60, permits the 
policyholder to continue the total 
amount of initial protection for life. 


Issued for a 


A new preferred risk 20-payment 
life participating plan has also been 
introduced with a minimum amount 
of $5,000. It is designed to supple- 
ment the company’s preferred risk 
life at 65 contract by making avail- 
able a 20-payment plan to applicants 


over age 45. 

The third plan, “Security Sav- 
ings,” endows for the sum of the 
annual premium at age 65. It pro- 
vides annual dividends, automatic 
waiver of premium disability bene- 
fit, and a death benefit of $1,000 per 
unit, or if greater, the sum of reg- 
ular annual premium paid to date 
of death. 


For Further Information Cirele 245 on Card 


Variety for Small Groups 
Security Benefit Life has an- 
nounced entrance into the small 
group field. The company will offer 
three different types of coverage 
including life and accidental death 
weekly in- 
surgical and 


and dismemberment, 
come, and hospital, 
medical expenses. 

Eighteen or more plans are of- 
fered under each type of coverage 
which makes possible over 8,009 dif- 
ferent combinations. 


For Further Information Cirele 246 on Card. 


25, 30-Year Mortgage Redemption 


Liberty Life has announced the 
availability of a 25-year or 30-year 
mortgage redemption rider. 

These new riders will be issued 
under the same conditions as the 
mortgage redemption riders pres- 
ently issued on a 10- 15- and 20-year 
basis. Both the 25-year and the 30- 
year rider provide for decreasing 
monthly insurance which approxi- 
mates the decrease in the mortgage 
balance and may be sold for three 
times the face amount of the prin- 
cipal contract. 


For Further Information Circle 247 on Card, 


Coverages Combined at Saving 


Basic and extended medical pay- 


ments coverages under auto policies 
have been combined 
in a Single coverage 
by Maryland Cas- 


3 r) a 
ualty Company. ay 


= 
Selling at a lower E 4 
aggregate cost than 4 
former price of the 
two policies, the 
new coverage includes all the pro- 
tection formerly included under the 
two separate policies. 

For limits up to $750, the new 
medical payments insurance costs 
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than basic medica! 
In limits of $1,000 
and over, the new medical pay- 
ments insurance only $2 
more than formerly. The combina- 
tion is effective in most states now. 


only $1 more 
formerly cost. 


costs 
For Further Information Cirele 248 on Card. 


New D & D Coverage 


A new automobile death and dis- 
ability coverage is now being writ- 
ten by the Employers Group under 
an endorsement attached to their 
insureds’ automobile liability poli- 
cies, 

This policy provides payment at 
the rate of not less than $25 per 
week as long as disability continues, 
even for life, if the assured becomes 
totally disabled by bodily injuries 
sustained in an automobile accident. 
Disability must be continuous and 
must begin within twenty days 
after the accident. 

A lump sum payment of $5,000 
or $10,000 in the event of death in 
an automobile accident provided 
death occurs within 90 days after 
the accident is included. 


For Further Information Circle 249 on Card. 


Insured and Household Covered 

Atlantic have an- 
nounced the combination of extend- 
ed automobile medical payments 
with automobile basic medical pay- 
ments coverage. The new program 
provides full reimbursement, limit- 
ed only by the amount of insurance 
purchased and 
to conventional exclusions for rea- 


Companies 


subject, of course, 
sonable medical, surgical, hospital, 
and funeral expenses incurred as a 
result of being injured or killed by 
an automobile. 

behalf of 
the named insured and any member 
of his household whether they are 
riding in the car insured under the 
policy or guest in 
someone else’s car or whether they 
are struck while a pedestrian or a 
bicyclist. Cover also applies to guest 


Coverage operates in 


whether as a 


in insured vehicle. 


For Further Information Cirele 250 on Card. 


Auto D & D Supplements B. |. 


Hartford Fire Insurance Com. 
pany Group has announced the 
availability of a new supplementary 
form of protection for automobile 
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insurance buyers. Policyholders hav- 
ing bodily injury liability, which 
includes the medical payments fea- 
ture, with Hartford Fire Group 
member companies may, at their op- 
tion, automobile 
death, dismemberment and loss of 
sight insurance in $5,000 and $10,- 
000 limits covering one, two, three 


purchase new 


or more related who are 


members of the same household. 


persons 


The coverage provides insurance 
against death, loss of sight or limbs 
sustained while entering, leaving or 
riding in an automobile or as a 
result of being struck by an auto- 
mobile. 

Jenefits under the new coverage 
are the limit of liability for loss of 
life, both hands or feet or sight of 
both eyes, one hand and one foot, or 
either hand or foot and sight of one 
eye. One-half of the limit of the 
liability is provided for the loss of 
either hand or foot. 


For Farther Information Cirele 251 on Card. 


A & H Line Introduced 


New England Mutual Life has 
announced a full line of group ac- 
cident and health 
coverages. 

The 


consist of accident 


offerings 
and sickness 
(weekly 
nity), 
hospital 


indem- 
employee 
expense, 
employee surgical expense, employee 
medical expense, employee addition- 
al accident expense, employee polio 
expense, and employee major medi 
cal expense 

Coverage for dependents is avail 
able on all A & H policies except 
weekly indemnity accident and sick 
ness. 


For Further Information Cirele 252 on Card. 


Trip Insurance Up to $50,000 


A new trip insurance policy avail 


able for periods from three days to 
six months has been announced by 
Fireman’s Fund. Coverage may be 
bought for limits as selected up to 
$50,000 for accidental death or dis 
and $5,000 for acci- 
dent medical expenses. 

The 


pays 


memberment 


medical expense coverage 


physician, surgeon, hospital 


Continued on page 86 


Once in 
A Life Time 
Opportunity— 


For one ambitious to help build a 
Life Insurance Company rhis 
Company has been in business tot 
32 years but has not been very ac 
insurance field. Not 
INACTIVITY 


established company 


tive in the 
withstanding this 
it is a well 
amply 


favorably re garded and 


financed The person we are look 


ne for must have experience in 


ney development, 1s versed in 

ind related insurance lines, de 

to have a financial interest in 
the company thus becoming a part 
owner to the limit of his present 
financial resources with options to 
increase his holding during a long 


period of active participation 


WRITE now to: 

Box 42, The Spectator 
56th & Chestnut Sts. 
Philadelphia 39, Pa. 


et 


Wanted: Assistant Actuary 


Midwest mpany with plans 
1 splendid opportunity 

has completed his 

hip examinations. 

experience, age 

«pected salary. All 

r staff have been 


All replies will be 


Write to: 
Box 25, The Spectator, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


ll ll al’ 


PEOPLE ARE IMPORTANT 


find the r yn? person to f 
y? THE SPECTATOR's 


ty 


. 
5 
¢ 
: 


ee ee 


experienced 


Rates on request. The Spectator, 
56th & Chestnut Sts., Philadelphia 
39, Pa. 
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ADVERTISING 

PICTURE POST CARDS 
Ask for samples. C. L. Manning, 
P.O. Box 392, Springfield, Ilinois 





C t t & p lj . disability protection to the die, live 

ontracts o1cies and quit values of its Masterplan 

by introducing the new Busines 

Continued from page 85 and Professional Men’s Income Pro- 
tector, 

Providing long-term income pri 
and nurse expense for accidental in tection from a disabling illness or 
juries up to the limit purchased accident and an accidental death 
Expenses occuring within 26 weeks benefit, the income protector is 
of the date of the accident are paid ued in maximum amounts up to 
for $500 per month disability income 
For Further Information Cirele 253 on Card. and $20,000 accidental death bene- 

fit. 
Di bilit P t ti Added Only male preferred risks are 
sability Protection eye 
eligible for the coverage. 
General American life has added For Further Information Circle 254 on Card. 


FIRST 
IS STILL BEST! 





First major company to issue a straight 
reducing Term policy without requiring its 
attachment to a chassis policy was Occi- 
dental with its Income Protection plan. 
That was in 1948, 


When a buyer needs decreasing Term, our 
Income Protection plan is still first because 
it gives not just one, but all of these fea- 
tures: 


Written for any income period of 10 up to 
50 years—as an independent policy or a 
rider on 'most any other plan—payable as 
income, as a lump sum, or under standard 
settlement options — convertible to insur- 
ance age 65—issued substandard to Table 
F—available with Double Indemnity and 
Income Disability. 


This spells “best” in any language. 


A Star in the West x 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS THEY LAST AS LONG AS YOU DO! 


A & S Cannot Be Cancelled 


A new accident and sickness in 
urance policy which cannot be can- 
celled has been introduced by the 
Combined Insurance Company. The 
non-cancellable feature is good up 
to age 65. According to the com 
pany, the insured can keep his pol 
icy in force up to age 65 by simply 
paying his premiums. After that 
age, the policy can be kept up at the 
option of the company with reduced 
benefits. 

The policy offers complete protec 
tion for sickness or accident and 
will pay physicians fees in non-dis 
abling injuries. As an optional fea 
ture, it will provide non-cancellable 
hospital insurance, 

After two years its provision 
are incontestable. Its coverage is 
world wide and it protects both on 
and off the job 


For Further Information Cirele 255 on Card 


Six New Health Policies 


A portfolio of accident and sick- 
ness insurance policies providiny 
broad and liberal benefits has been 
introduced by Midland Mutual Life. 

Included in the new program are 
six commercial-type contracts: 

1. An accident and sickness dis 
ability policy providing benefits for 
loss of time and income due to total 
disability. 

2. An accident and sickness disa- 
bility policy providing total disa- 
bility benefits plus a number of 





WHAT THE NUMBERS MEAN 

'f you would like more information 
about one or more of the policies or 
lines reviewed here, circle on the card 
between pages 80 and 8! the num 
ber or numbers following those items. 
Write your name and address on the 
card and drop it in the mail. 











optional benefits, including partial 
disability in case of accident; loss 
of life, limb or sight caused by ac- 
cident; blanket medical expense for 
accidents; and hospital and surgical 
expense in the event of sickness. 

3. An accident disability policy 
which provides loss-of-time protec- 
tion in case of total disability re- 
sulting from an accident along with 
the following optional features 
partial disability; loss of life, limb 
or sight; and blanket medical ex- 
pense. 


4. An accident expense policy de- 
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Signed particularly for housewives, 
children, students and retired peo- 
ple. 

5. A family hospital expense pol 
icy. 

6. An individual hospital expense 
policy. 


For Further Information Circle 256 on Card 


Contracts & Policies Notes 


Home Life has authorized issu- 
ance of standard coverage for qual- 
ified civilian aviation risks. This 
permits standard insurance fo: 
civilian aviation risks who formerly 
would have been charged an extra 
annual premium of $2.50 per thou- 
sand and who otherwise qualify as 
preferred risks. 


General American Life has an 
nounced increases in amounts of in- 
surance which can be written with- 
out war and aviation risk exclusion 
provisions 


Prudential has increased the limit 
for ordinary policies to $1,000,000 
This limit applies to indivduals at 
ages 27 to 45 who heretofore have 
been restricted to a maximum of 
$500,000. Also, limits have been 
doubled for men and women 27 
years of age and older. 


Rate and policy changes have been 
announced by Continental Assu 
ance. A sharp reduction in waiver 
of premium rates with maximum 
decreases applying at younger ages 
is the main change. 


Connecticut Mutual Life has an 
nounced liberalized features of it 
policies as well as simplified typog- 
raphy and design in the policy for 
mat. Paralleling premium reduc- 
tions and liberalizations in family 
income, decreasing term, additional 
indemnity and waiver of premium 
disability agreements which went 
into effect with the company’s new 
rate book May 6, the new policies 
incorporate additional liberalization 
in provisions for change of bene- 
ficiaries, automatic premium loan, 
extended and paid-up insurance and 
term conversion. 


American Fidelity & Casualty ha 
added workmen's compensation and 
general liability underwriting to its 
lines. The coverages will be limited 
to existing and future public liabil- 
ity and property damage policyhold- 
ers. 
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OF DOING 
BUSINESS 


Portrait of a Mon — Frans Hols 
Courtesy of the Metropolitan Museum of Art 


A portrait painter must recognize the value 
of his models . , . Similarly, a business 
must recognize the individuals associated _ 
with it. At Berkshire Mutual the fine art 
of doing business owes much of its success _ 
to the Company's personal recognition 
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WABASH F & C 


A MULTIPLE LINE STOCK COMPANY 


FIRE & ALLIED LINES 
AUTOMOBILE 
INLAND MARINE 
BURGLARY—PLATE GLASS 
GENERAL LIABILITY 


Paid in Capital... .. .$1,300,000.00 
Assets Exceeding. .... .$4,000,000.00 


"Developing new techniques and 
improving the old” 


WABASH FIRE AND CASUALTY 
INSURANCE COMPANY 


1622 NORTH MERIDIAN STREET 
INDIANAPOLIS, INDIANA 
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Continued from page 33 


claims and underwriting depart- 
ments. This committee would con- 
cern itself with questions such as: 

Do our customers want protection 
against hazards for which no policy 
exists at present? Should we con- 
sider issuing a comprehensive policy 
covering different types of property 
and liability hazards? Would such 
a policy be feasible from an under- 
writing and actuarial point of view? 
Would our policyholders prefer a 
broad coverage in one line such as 
fire insurance which would cover 
goods against fire anywhere just as 
long aa the policyholder maintains 
ownership? Would they want an- 
other package policy insuring 
against all possible types of loss by 
dishonesty? 

These are vital questions which 
could be settled in advance, making 
it possible to avoid the expensive hit 
and miss, trial and error method, 

Will a New Policy Form Be Ac- 
cepted by the Particular Type of 
Policyholder to Whom it is Pri- 
marily Directed? 

No matter how good a new cov- 
verage may be, it will still fail un- 
less there are people willing to buy 
it. Marketing research can uncover 
trouble spots which may lie ahead. 
This type of research is often re- 
ferred to as predevelopment sur- 
veys. In other words, management 
should obtain facts on whether a 
certain type of protection will be 
liked or disliked by present as well 
as potential policyholders before it 
is officially launched. Even a small 
company that does not have elab- 
orate facilities can, with a certain 
amount of technical guidance, make 
use of this type of technique to 
guide it in its decision making. 


Ask Policyholders 


Insurance companies can find out 
a lot from their policyholders or 
agents, Agents often have a good 
sense of public desire, keep up with 
competition and their suggestions 
should be taken into account in 
planning for new lines as well as 
sales programs. 

An example of how the acceptance 
of a certain coverage has strength- 


88 


ened management’s decision to 
broaden its application is the use of 
deductible features in fire and cas- 
ualty coverages. Originally intended 
mostly for professional insurance 
buyers of industrial companies a 
few progressive carriers began to 
apply it to personal lines and the 
trend in this direction definitely 
seems to be going up. The new 
Homeowners’ Multiple coverage re- 
cently placed on the market is an 
illustration of the coverage tested 
first on a small scale and then gen- 
erally sold. 

How Can Ideas for New Prod- 
ucts be Located and Evaluated? 

People with original ideas for 
new products are rare in all types of 
business particularly in conserva- 
tive ones such as insurance compan- 
ies tend to be. In many companies 
there is actually a fear of express- 
ing anything different or new as 
individuals doing so are labeled as 
“dangerous.” Still it has been a new 
or better approach or the sale of a 
new or better product which has 
been responsible for the success of 
individual companies. 


Shy New Ideas 


If your management wants its 
company to grow and is interested 
in new ideas and new ways to pro- 
tect the public, it must first of all 
create a favorable atmosphere. In 
an organization where the “estab- 
lished way” is considered the “right 
way,” people will tend to shy away 
from anything new. Too many com- 
panies are prone to say “no” just 
because a new idea is not related 
to the lines they are selling now or 
the ways in which they have been 
doing business. 

Once your company has estab- 
lished the fact that it is “happy to 
take a look,” you will find a great 
variety of sources of new ideas. 
They may come from your agency 
department, your _ policyholders, 
your agents, your employees in the 
home as well as in the branch of- 
fices, your research or planning 
unit, from the complaints of your 
claimants, from your’ engineers, 
from your competitors, from study- 
ing the problems of other indus- 
tries, etc. 

The diagram in Exhibit I illus- 
trates how the new products 
division of a large consumer goods 


manufacturing company goes about 
keeping ideas for new products 
coming, evaluating them and nurs- 
ing them without interfering with 
its regular “going business.” The 
same scheme with certain modifica- 
tions can well serve as model for 
the approach an insurance company 
could take. 


Phase One 


Even the best idea dies a sudden 
death if nothing is done about it 
quickly. To receive the run-a-round 
makes the sponsor frustrated and 
discouraged. It is therefore most 
important that an immediate, gen- 
eral appraisal] be made. This is 
labeled as Phase One in the dia- 
gram and referred to as “first ex- 
amination.” It involves a prelim- 
inary appraisal by the executive in 
charge of a particular area as well 
as an assignment of priority should 
your company be in the fortunate 
position of “buzzing”? with new 
ideas, 

In Phase Two management 
looks at all positive factors relating 
to this innovation. As people have 
a tendency to find fault with any- 
thing which is new and different, 
it is psychologically important to 
consider the before the 
“cons” unless you want to risk kill- 
ing some of the best suggestions. 
Vision and imagination are needed 
in this screening process. It is sug- 
gested that positive factors be 
viewed from at least three angles: 

That of the consumer (or policy- 
holder) that of the trade (i.e. the 
effect on agents or other lines now 
written, etc.), that of the 
the profit it is likely 

potential market it 


“pros” 


being 
company (1.e. 
to produce, the 
would have, ete.). 
All of these factors should be con- 
sidered in a summary referred to 
in the diagram as “assessment of 
product merit before negatives.” 
Phase Three will bring out all 
objections. These may include con- 
sumer (or policyholder) negatives 
(such as, the need for the coverage 
may not be realized or no sound 
actuarial basis may be available for 
premium computation) ; trade nega- 
tives (such as disturbing some lines 
the company now sells or requiring 
excessive service facilities); com- 
pany technical (or administrative) 
negatives (such as necessitating 
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the employment of a large number 
of specialized technicians or re- 
quiring a heavy investment); and 
company marketing negatives (such 
as the need for a separate agency 
plant or new advertising and pro- 
motion program). 

Phase Four referred to as “sum- 
mary of pro and con” will be a care- 
ful evaluation of all evidence ob- 
tained from Phases Two and Three 
and should identify which state- 
ments were based on facts and 
which on opinion or fear. This sum- 
mary should point out what de- 
parture, if any, from established 
company procedures the new line 
would necessitate; whether it would 
involve added capital or new filing 
with state authorities; whether it 
would necessitate new service fa- 
cilities, ete. 

If after careful consideration it 
is decided that the suggestion had 
little to offer, the summary should 
clearly indicate whether the screen- 
ing should be stopped and why the 
idea should be rejected. If it is to 
proceed, the summary should be 
made available with a definite dead- 
line to the various key departments 
for study and comment. 


Real Possibilities 

This is shown as Phase Five 
“department study and response.” 
An insurance company would prob- 
ably substitute here: 

a) Recommendation of  under- 

writing 

Recommendation of claims 
tecommendation of agency or 
sales 

Recommendation of actuarial 
Recommendation of branch 
office administration 
tecommendation of account- 
ing, statistical and process- 
ing 

During this phase the real pos- 
sibilities connected with the new 
idea will show up most clearly. 

Phase Six calls for a decision 
on the part of top management 
whether or not to go ahead. 

Are Your Insurance Coverages 
Adapted to the Changing Needs 
and Preferences of Your Custom- 
ers? 

Peoples’ needs for insurance pro- 
tection change just as their desire 
for products changes. 

Continued on page 90 
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Mr. Broker, have you seen 
The Berkshire 


**LIFE JACKET’, 


THE 
BERKSHIRE 
LIFE JACKET 


This 
pocket-sized, 
convenient 
packet contains our 

> 2 > a Another of the sales aids 
Portfolio of Coverages, a in the Life Jacket is the 
“Life” Pocket Rate Card, an exclusive “Prospect Vieual- 
66 won ee CC. ; izer™” ... @ simple, prac- 
A&H I oO het Rate Card and tieal deviee to help you 
samples of some of the effective organize your prospecting 
sales material available for you. 











Contact the Berkshire Life General Agency in your vicinity . . they will 
be glad to see that you get a Life Jacket .. . or write directly to us. 
General Agencies In: Albany * Baltimore * Boston * Brattleboro * Buffalo 
Chicago * Cincinnati * Cleveland * Dayton * Des Moines * Detroit 
Fremont, Mich. © Greensboro, N. ¢ * Indianapolis * Jersey City * Louisville 
Miami * Minneapolis * Newark * New York * Philadelphia * Pittsburgh 
Pittsfield * Portland, Me ° Providence . Rochester, N.Y ° St. Louls 
Syracuse * Washington * Hartford * Wichita * Worcester * White Plains, N. Y. 


BERKSHIRE 


Life, Annuities, Accident & Health and Hospitalization \e 
PITTSFIELD, MASS. « A MUTUAL COMPANY « CHARTERED 1851 terra © 


W. RANKIN FUREY, President * HIRAM 8S. HART, Agency Vice-President 





Frank E. Gerry Frank F. Savage 


MILES M. DAWSON & SON, INC, 


Consulting Actuaries 


1014 Hope Street 154A Newbury Street 
Springdale, Conn. Boston 16, Mass. 











HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 
10 S. LA SALLE STREET CHICAGO 3, ILL 
HARRY 8, TRESSEL, M.C.A. Ww. P. KELLY 
M. WOLFMAN, F.S.A. M. KAZAKOFF 
N. A. MOSCOVITCH, A.S.A. E. K. CREEN 
Franklin 24020 
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After World War II many prod- 
ucts whose application was thought 
of as restricted to the Army sud- 
denly were found adaptable to 
civilian use such as the jeep, radar, 
and atomic energy 

On the insurance side, a good il- 
lustration is the effect on life in- 
surance brought about by various 


forms of taxation. Many members 


Itz Delightyt 


of the Million Dollar Round Table 
have reached this status through 
specializing in the application of 
life insurance to estate taxes and 
various other forms of taxation. 
How much research among your 
customers has your company or 
agency done in trying to find out 
how you can best apply the protec- 
tion you sell to current tax condi- 
tions in your locality? 

Taxation is only one factor in- 
fluencing a change in insurance 
trends. To meet various economic 


needs the American public, accord- 


Tim dil el tiiliilaaee) ae il 
Lake-Breeze Cooled 


EDGEWATER BEACH Hfo/c/ + Chicago 40 
offering a fabulous, new SUMMERTIME ATTRACTION 


A glamorous, outdoor Swimming Pool...complete with 
Cabanas...tennis courts...putting green... 

garden walks...shuffleboard...dancing 2 

under the stars on the garden 


terrace...the exotic 
Polynesian 
Village. 


A SONNABEND 


- 




















MOTORISTS: 
“Come in as you are!” 
Write Dept. “A” for Folder 


ENJOY YOUR VACATION. a weekend - a week + a month 


ON THE SHORES OF 


BEAUTIFUL 


LAKE MICHIGAN 





thing extra 


Sales opportunities flourish 


conlidence and goodwill 








enemies | 
ADDED ATTRACTION 


Home Life offers its agents a top notch training course, Mi 


a complete line of Ordinary, Industrial and M.D.O 


policies, liberal commission schedules and some 


widespread public acceptance 


a concentrated 


area carefully cultivated for more than 56 years to 
yield steadily increasing dividends of public 


ing to the latest studies, buys more 
life insurance policies combining 
permanent and temporary protec- 
tion than any other type of cover- 
age. These combination plans, such 
as family income, family mainte- 
nance, mortgage repayment and 
double protection plans which pro- 
vide extra coverage for the early 
policy years accounted for nearly 
a third of the ordinary life insur- 
ance bought by adults during the 
last quarter of 1954 according to a 
recent survey completed by the Life 
Insurance Agency Management As- 
sociation. Will these combination 
policies continue in their impor- 
tance or will public needs change to 
favor some other type of coverage? 
Your company or agency would be 
well advised to find out before it 
decides on definite promotion plans. 


Credit Life 


The growing extension of credit 
is another economic development 
which has decidedly influenced the 
Credit life in- 
surance, for example, was not wide- 
until a few 
Today its sale has reached millions 
of dollars and its application has 
been extended on a group basis to 


insurance market. 


ly sold years ago. 


banks, finance companies and other 
financial institutions. 

Your company or agency should 
find out not only what the needs and 
preferences of your policyholders 
are but whether or not they are 
changing, when they are changing 
and why they are changing. You 
should look at your market not as 


“ ‘ 


a “standing army” but as a “series 
of parades” walking by at various 
speeds. 

Sometimes you 
justify actuarially or ecost-wise the 


cannot always 
meeting of people’s desires. For 
example, many life insurance com- 
panies in the 1930's lost a great deal 
of money through the issuance of 
permanent income disability en- 
dorsements attached to life insur- 
ance, There was a demand for this 
protection but the way the prod- 
uct was set up was actuarially 
unfeasible. Today companies have 
learned to meet this need through 
individual and group protection. 
Mail order insurance is an ex- 
ample of one 
whose appeal has changed. Just as 
the interest for this type of pro- 
tection has been gradually going 


form of coverage 
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down, demand for group insurance 

has gone up. Insurance company | 
management can hardly afford to sit / | 

idly by and see its market gradu- < \ * e | 

ally disappear because it no longer : Time to Think se0e 
offers the type of protection peop! ‘ : | 

are interested in buying. 

Can You Bring About Savings Vv Vacation is often the pause in a 
Through Reduction and Simplifi- / \ busy year when a man has time to 
cation in the Number of Avail- x think about his job, his future 
able Coverages? , and opportunity for betterment 


Just as manufacturers frequently d The Southland Life opportunity 


produce and stock goods for which “ exists for you an opportunity 


there is limited demand, some in \ offering excellent earnings 
surance companies and agencies i advancement and pride of job and 


continue to offer coverages in company. Worth thinking 


which there is a declining interest about, isn’t it? 
Market conditions, as has _ been 
pointed out, change rapidly and 
the demand for a specialized cov 
erage such as polio insurance may 
completely disappear if the inci 
dence of the disease should he 
eliminated or reduced through dis- 
covery of the proper vaccine. 


Management forgets that in orde: Southland 
. ° ° P . A ™m™ oO 72.00 ¢ Servin 
to obtain an objective appraisal of SETS OVER $172,000,000 —— 
its sales and profit record, it will Paid to Policyowners and Beneficiaries ] 908 
Over $127,000,000 


have to carefully combine and 
55 BRANCH OFFICES Home Office ¢ Dallas 


evaluate a vast number of facts 
from different departments and LIFE e ACCIDENT e HEALTH e HOSPITALIZATION e GROUP 
sources, each one of which may well 
have a separate ax to grind. These 
will include: from the agency de- 
partment a complete sales analysis 
of the company’s own figures by 
lines, type of agency, etc.; from the 
controller’s office an expense break- 


down for the same lines or cover- REINSURANCE 
ages; from the claims department 
an analysis by loss frequency o1 COMPANY 


severity for each of the lines; from OF ZURICH, SWITZERLAND 
the underwriting department an i 2 «i 


analysis of the type of risk selec- 

tion available to the company; from Organized 1863 

the planning department a market 

estimate and statement of potentials 

for each of these coverages, etc. 

Only after careful coordination of a F | N S U @ A N ‘€ E 
these data can top management de- td 

termine the relative profitableness 

of its coverages and what lines 





should be promoted and what lines 


eliminated. United States Manager 


J. K. BATTERSHILL INC. 
Fewer Coverages 
ro reduce the number of avail- 161 East 42nd Street 
able insurance coverages, variations 
and/or endorsements may enable a New York 17, New York 
company or agency to reduce ex- 
penses sufficiently to justify a rate 
reduction and, thereby, enable them 
to better meet competition. Why UNITED STATES BRANCH, ESTABLISHED i910 
Continued on page 92 
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should there be fifteen or twenty- 
five automobiles in the same price 
range being offered to the public? 
Most automobile manufacturers 
have long achieved some type of 
simplification. 

One insurance company is now 
experimenting with the idea of 
using one single policy form for all 


9 Tohn 


street 


policies written by their automobile 
company. In order to do this they 
will eliminate such coverages as 
garage liability, garage keepers lia- 
bility, non-ownership and hired 
cars, and emergency road service. 
They, furthermore, are reducing the 
available policy limits to three 
choices, have cut down the number 
of endorsements to a minimum, and 
will limit the number of package 
combinations available. Under this 
process the company will not ac- 
cept certain risks now underwritten 





LIFETIME 
DISABILITY 
INCOME 


President 


SPECIAL 


CONTRACTS 





EXCEPTIONAL OPPORTUNITIES 


Openings for Regional Managers, General 
Agents and Agents, 16 Southern States 
Top commission schedules 


IFE INSURANCE COMPANY 


. GOASTAL, STATES 


C.H. PoInDEXTER 


ivesrmenr Over Onedaundred Million 
Jnsurance in farce 


on PeachiiPee im 








such as hazardous fleets, buses, etc., 
but feels that agents will more than 
make up for this loss through in- 
creasing regular business. Through 
this simplification plan the company 
expects to achieve substantial sav- 
ings. 

What could your 
agency save if it would eliminate 
the many endorsements which now 
plague your underwriting, statis- 
tical, accounting, policy issuing and 
other departments? Management 
has to make a decision as to whether 
it is worthwhile to continue these, 
can help in making 


company or 


and research 
these decisions. 

In What Forms or 
Should Coverages Be Issued? 

In the manufacturing field, prod- 
uct design and packaging are in- 
tegral aspects of product develop- 
ment. Many manufacturers spend 
more time in selecting the proper 
color combination, size, etc., of the 
package than they spend on the in- 
gredient itself. Insurance is not 
wrapped into any cover, but market- 
ing research can provide manage- 
ment with facts related to the in- 
obtained by industrial 
a package. 


Packages 


formation 
companies looking for 
For example, a hospital coverage 
can either be sold by itself on an 
individual or family basis; it can 
be sold in a package in connection 
with disability and medical payment 
protection; or it can be sold on a 
group basis. There is a definite 
market for all types, yet manage- 
ment will have to know to which it 
should give primary attention. 


Length of Time 


Furthermore, package trends 
change. For example, whereas group 
life contracts allow their members 
upon leaving the group to obtain 
individual insurance at the attained 
age without medical examination, 
this privilege is just beginning to 
appear in group accident and health 
policies, companies which 
have allowed their policyholders 
this privilege have reported adverse 
experience while others consider it 
a worthwhile innovation. 

The length of time for which a 
coverage should be sold is another 
question which can be considered as 
part of the package. There has been 
considerable controversy as to the 
relative advantages of having an 
automobile policy on an annual as 


Some 
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opposed to three or six months term. 
Customer desire in this case may 
only be one factor in influencing 
management decision. Of equal im- 
portance would be relative reserve 
requirements, cost of collection, ex- 
pense of additional record keeping, 
etc. In fire insurance, are the estab- 
lished three- and five-year terms 


the most desirable ones? Research 


can aid management in reaching | 


decisions. 

As insurance is becoming more 
public relations conscious, greater 
stress is being placed upon finding 
new names for certain types of pro- 
tection. Considerations to be taken 
into account in the selection of any 
name include: 

Easy to recognize, easy to spell, 

easy to read, short and simple, 
pleasing, without disagreeable 
sounds, lasting—won't go out of 
date, inspiring confidence, easy to 
pronounce, descriptive of the type 
of coverage, not offensive or nega- 
tive, ete. 
After your company has assembled 
a list of acceptable names, research 
can determine how each will go 
over. 

The method of payment can also 
be considered as a by-product of 
the package. The surveys which our 
firm has recently conducted indicate 
that the majority of policyholders 
prefer to pay for their personal in 
surance in a manner other than a 
lump sum. Feelings as to the num 
ber of installments, finance charges, 
ete., vary widely. Each company or 
agency therefore should carefully 
consider the payment facilities it is 
prepared to offer compared to the 
cost of such a service. 


Conclusion 


An insurance company, if it 
to add a line or improve existing 
coverages, will need the cooperation 
and coordination of many depart 
ments, each one of which has head 
aches of its own. Some companies 
seem to have had a consistent suc- 
cess in their growth; others have 
not. It is farsighted planning and 
cooperation between all the special- 
ists which contributes to the an- 
swers. Horizons can be unlimited 
if your company will employ today’s 
modern marketing and management 
techniques in developing new op- 
portunities 


August 1955 


All roade lead to 
WITIIALLOLLLLA 


If you've had to pass up profits 
in trucking and bus lines, find out what 
Continental has to offer 


Continental, while acknowledged as a leading multiple line 
institution, is rarely thought of as a “specialty company”. 
Yet, Continental is a leading underwriter of long-haul truck- 
ing lines, LPG risks, furniture movers, driveurself, bus lines 
and other hard-to-place coverages. 

Moreover, Continental writes these lines at rates which 
are highly competitive with coverages offered in both 
domestic and foreign markets. in addition, where written 


ona retrospective rating basis cee 


Continental's own rating formulas accurately measure the 
individual risk... may be written on an individual or con- 
solidated plan of coverages .. . often are applicable to risks 
not otherwise qualified for rating by inclusion of physical 
damage and cargo ona gross receipts or mileage basis or on 
a 3-year accumulative basis... plus other sales and service 
advantages not commonly enjoyed by all producers. 

Find out how Continental can help you profit from lines 


not heretofore available to you. The facts are profitable. 


Ask for copy of, "Growth Through Leadership”, and 
open up a whele new range of sales possibilities in 
ALL lines! Address Dept. 320. 


Continental 


CASUALTY COMPANY 


310 S. MICHIGAN AVE. + CHICAGO 4, ILL. 


ASSOCIATED COMPANIES 
Continental Assurance Company « Transportation Insurance Company 
United States Life Insurance Company 


‘America’s Department Store of Insurance” 





These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


COMPANY: Expansions 


Mergers, New Organizations 


John YV. Hanna, president of 
United Life and Accident, has 
been named 
board 


Merle G. Summers has _ been 
elected chairman of the board 
of Northeastern Life 


Fred I. Wunderlick, vice president 
of Baltimore Life, has been 


named to the board of directors. 


Frank H, Hawk, head of the F. H. 
Hawk Insurance Agency of 
Peoria, Ill. and Guy T, Warfield, 
president of Warfield-Dorsey 
Co., Baltimore, Md., have been 
named to the board of dire¢ 
tors of Excelsior. 


Dwight P. Robinson, Jr., chair- 


man, Massachusetts Investors 
Trust, has been named to the 
board of John Hancock Mutual 


Philip S. Brown, vice president of 
Hartford Fire, has 
to the board to fill the vacancy 

Henry R. Mallory’ 


been elected 


created by 
resignation 


Edgar M. Cullman has _ been 
elected a director of Companion 
Life 


John <A. North, 
Phoenix-Connecticut Group, has 


president of 


been elected a director of Con 
necticut Mutual Life 


Frederick A, O. Schwarz, partner 

of Davis, Polk, Wardwell, Sun- 
Kiendl, has been 
elected a director of Federal 
Insur- 


derland & 


Insurance and Vigilant 
ance, 
Selby Rawlings has been named 


vice president and director of 


94 


chairman of the 


the newly formed David Crock 
ett Life Insurance Co. 


L. Osborn, Jr., re-elected vice 
Manu 
facturers Mutual, has also been 


president of American 


elected secretary and becomes 
top administrative officer of the 
company, 


Henry E. Niles has been named to 
the newly-created post of execu- 
tive vice president of Baltimore 
Life. 

George S. Hanson, assistant se 

retary and associate counsel of 

the National Association of In 
surance Agents, has been ap 
general counsel and 
acting secretary of the Asso- 


pointed 


ciation. 


D. E. Kilgour, general manager of 
Great-West Life Assurance, has 
chief 


been named executive 


officer. 


Doyle DeWitt, 
Travelers, has been elected a 
member of the board of dire: 
tors of The Chase Manhattan 
Bank. 


president of 


Kenneth E. Black, 
The Home Insurance, has been 
president of the 
National Board of Fire Under 
writings Building Corp. 


president of 


elected vice 


R. Kermit Hill and T. R. Schueler 
have been elected vice presi 
dents of American Manufactur 
ers Mutual, 


John A. Arnold has been elected 
senior vice president of Ameri- 
can Manufacturers Mutual. 


Thomas J. Spenker has been 


Douglas B. Whiting, vice president and ac- 
tuary, has been named president of United 
Life and Accident 


Laurence S. Kennedy 
has been named 
chairman of the 
board of Marsh & 
McLennan 


Jack E. Baldwin has 
been appointed ex 
ecutive vice presi- 
dent and a director 
of Southern § Insur 
ance. 


Arthur M. Browning 
has been named 
vice president in 
charge of group in- 
surance of New 


York Life. 


Hermon D. Smith 
has been 
chief administrative 
officer of Marsh & 
McLennan. 


named 


Blakely W. Bush has 
been appointed as 
sistant secretary of 
North Star Reinsur 


ance 
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elected a vice president of All- 
state Insurance in charge of its 
Eastern Zone territory. 

John E, Chambers has been pro- 
moted to vice president in 
charge of underwriting and pro- 
duction of Olympic and Mara- 
thon Insurance Cos. 

Mark I. Ashley, Vincent D. Feh- 
inger, Merrill Grafton, and 
Keith Jump have been elected 
resident vice presidents. of 
State Farm Mutual in the To- 
ronto, St. Louis, Jacksonville, 

and Lincoln offices respectively. 

Gordon Davis has become as- 

sociated with Utilities Insur- 

ance Co. as agency director 
with the title of vice president. 

Forrest D. Guynn, former super- 
intendent of agencies of Mid- 
land National Life, has been 
named agency vice president. 

E. M. McConney, president of 
sjankers Life, Iowa, has been 
awarded an honorary doctor of 
laws degree at Drake Univer- 
sity. 

Robert W. Watt, president of Sea- 
board Surety, has been named 
vice chairman by the Trustees 
of Columbia University. 

Edwin J. Faulkner, president of 
Woodmen Accident and Life 
and Woodmen Central Life, has 
received the Harold R. Gordon 
1955 Memorial Award, the 
“Oscar” for distinguished ser- 
vice from the Int’! A & H Ass’n 

George Ryrie, vice president and 
assistant general manager of 
North Assur 


ance, has been elected president 


American Life 


of the Life Insurance Institute 
of Canada. 

Edwin J. Morgan, Hampton, Va., 
insurance executive, has been 
elected president of the Vir- 
vginia Association of Insurance 
Agents. 

John R. McCown, assistant secre- 
tary of Bankers Life, Nebraska, 
has been elected president of 
the Insurance Institute of Ne 
braska. 

Joseph R. Stewart, associate gen- 
eral counsel, Kansas City Life, 
has been named chairman of 
the 1956 American Red Cross 
national fund campaign. 

Roy L. Jacobus, manager, insu! 
ance department, Ford Motor 


Co., has been elected vice presi- 
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dent in charge of the insurance 
division of the American Man 
agement Association, 

Arthur J. 
president of Old 


Cade, executive vice 
Republic 
Credit Life, has been named to 
the board of the 
Credit Insurance Association 


Consume) 


Dr. Norman B. Cole, secretary and 
medical director of Baltimore 
Life, has been named chairman 
of the Medical Section of the 


American Life Convention 


Insurance Committee, U. S. 
Chamber of Commerce 


Kight new members have been 
appointed to the Insurance Com 
mittee of the Chamber of Com 
merce of the United States by 
President A. Boyd Campbell for 
the 1955-56 year. 

The new members include 

Claris Adams, executive vice 
president, American Life Conven- 
tion; Millard Bartels, vice presi 
dent-general counsel, Travelers; 
E. LaMar Buckner, partner, Buck 
ner Insurance Counselors; James 
Ik. Coleman, 
Medical Service, Ine 


president, United 
Byron K, 
Elliott, executive vice president, 
John Hancock Mutual Life; James 
C, Hullett, president, Hartford 
Fire; Powell B. McHaney, presi 
dent, General American Life; 
John V. Russell, president, Phila 
delphia Manufacturers Mutual 


*rudential, 


A. Gordon Nairn, | 
been elected chairman of 
Life Agency Officer 
the Canadian Life 
Office A 


J. P. Ferguson, London Life, has 


Section of 
Insurance 


sociation 


been elected chairman of the 

Life Insurance Advertise! 

tion of the Canadian Life 

irance Officers Associa 
Harland W. Farrar, former di 

tor of field training, has 

named superintendent of 
cies in charge of 

for Midland National ! 
John R. Eklund has been pro- 

moted to assistant manager 
publications and advertisi in 

the publi relations department 

of Phoenix of Hartford Group 
Rex H. Anderson has been named 
director of ales promotion fo! 


Continued on page 96 


3 Z, ually 


in Pacific Mutual's 
MERCHANDISE 


has supported the 
enlightened client- 
service extended by 
Norman A. Her- 
berts (Detroit) 
throughout his 24 
years of top-rank- 
ing membership in 
in the Big Tree 
Leaders Club. Dis- 
tinguished for the 
high average am- 
ount of his tailored- 
to-need sales, he is 
a leading member 
of the Pacific Mu- 
tual Million Dollar 
(in force ) Club, and 
a consistent annual 
winner of the Na- 
tional Quality 
Award 


Quality is the dom- 
inant objective in 
all Pacific Mutual 
field procedures. 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


TH 


LIFE Since 1868 + ACCIDENT Since 1886 
SICKWESS Since 1904 + RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 194) 
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New York Life. He was for- 

‘ 3 Jack C. Keir, left, has been named director of edu- 
sean cr erga amauta cational publications of the American College of Life 
Underwriters. He wos formerly acting head of the 
Martin W. Boedeker, state agent department of business administration of Kansas State 

‘ p , College. Mr. Keir will assume the position being va- 
<7 anges for oyal Ex- cated by Dr. William M. Howard, CLU, who will be- 
change Group, has been named ; come associate professor of insurance in the College 
executive field supervisor for a of Business Administration at the University of 
Kentucky, Tennessee, and 7 Florida. 


sickness sales. 


Georgia. 

Alfred D. Sileo has joined the 
agency department of Guardian 
Life as sales promotion assis- 
tant. He was director of sales 
promotion for United States 
Life. 

Ralph L. Blum, executive vice 
president in charge of United 
Pacifie’s fidelity and surety op- 
erations and a member of the 
board of directors, has been 
transferred to Kansas City, 


j John A. North, left, president of Phoenix-Connecticut 
where he will establish a new 


Insurance Group, has been elected president of the 
midwest regional office. South-Eastern Underwriters Association. 


Richard Murray, formerly super- 





THIS MAY BE THE MOST 
IMPORTANT THING YOU DO... 


THIS YEAR 'p3, <5. 


++ OR ANY YEAR! 


75 * anniversary 


Take a minute or two 
right now. Address an 
envelope to... 


“AGENCY DEPT., 
MUTUAL OF 
OMAHA, OMAHA, 
NEBR.” 


Fill out the cou- 
pon in this ad, 
and put it in the 
envelope, 


Put an Air 
Mail stamp 
on the en- 
velope and 


1 Minnesota 


: Mutual Life 


MUTUAL BENEFIT oo e 
T ASSOCIATI a piled 

Bins newest Insurance Company 
Canadian oad Giese 

v. J, SMUT, President ST. PAUL, MINNESOTA 


THE AGENT-MINDED ... 
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intendent of the Forms Depart- 
ment, has been appointed assis- 
tant underwriting manager of 
the Employers’ Group. 


Mrs. Abby B. Stoddard has been 
elected as assistant treasurer 
of John Hancock Mutual Life. 
She is the first woman to fill 
this post with the company. 


John D. Moynahan, Chicago, and 
Harold L, Regenstein, New 
York, have been appointed to 
serve as consultants on the ad- 
ministration of the Federal 
Civilian Employees Group Life 
Insurance Plan. 

Dorman C. Anderson has been 
named assistant vice president 
for casualty, fire and surety 
claims for Continental Casu 
alty. 

O. Roy Carlson has been named 
an assistant vice president of 
American Insurance Group. Mr. 
Carlson was formerly a secre- 
tary of the Group. 

John H. Conover has been appoint- 
ed manager of the accident and 
health division of Union Casu- 
alty & Life. He was formerly 
with Guarantee Mutual Life of 
Omaha. 


Joseph B. Hasselbrack has been 
named second vice president of 
Buffalo Insurance. He was for- 
merly with Aetna Insurance 
Group. 


Robert J. Vanderbech, assistant 
manager of the Eastern Under- 
writers Association, has resign- 
ed to become assistant vice pres- 
ident of Recording & Statistical 
Corp. 

James R. Gregory has resigned 
from his position of vice presi- 
dent of The Rough Notes Co. and 
editor of “Rough Notes” to en- 
ter insurance publishing as a 
consultant to insurance com- 
panies and associations on pub- 
lic relations. 

. Wendell Sether has resigned as 
manager of the public relations 
department of the National 
Board of Fire Underwriters. 

Leif J. Locke has been named 
general claim attorney for the 
casualty, fire and surety claim 
department of Continental Cas- 
ualty. 

Continued on page 98 
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WANTED: 


More 
Top-Notch 


pallets > Rage it 09 


For complete MULTIPLE- 
LINE facilities, write our 


home or field office today. 


ORD GrouP The Phoenix Ins. Co 


The Connecticut Pire las. Co 
Equitable Pire & Marine Ins. Co 
Minneapolis Fire & Marine Ins. Co 


Reliance las. Co. of Canada 


3208 Woodland St. 
Hartford 15, Conn. 





G. B. GOLDMAN PAPER COMPANY 
Purchasers of Paper and Paper Products Damaged Thru 


FIRE—WATER—TRANSPORTATION 
316 N. 3rd ST. PHILA., PA. 











Use One of These Five Factful Monthly Letters 
Imprinted Especially For You To Create Prestige: 

NET AFTER TAXES ... BUSINESS SECURITY . .. INSURED 
PENSIONS .. . EMPLOYEE BENEFIT PLAN REVIEW .. . 
INSURANCE BUYERS NEWSLETTER 
Write For Sample Cepies 
CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 
166 W. Jackson Blvd., Chicago 4, Il. 











These Names Make News 


Continued from page 97 


Everett G, Paine has been ap- 
pointed home office representa- 
tive of Peerless Casualty’s new 
service office in Buffalo, N. Y. 

Harry Bubb and Ivan D. Pierce, 
regional group supervisors, 
have been named assistant sec- 
retaries, group department, of 
Pacific Mutua] Life 
y, Langan has been promoted 
to secretary in charge of under 
writing for Workmen’s Compen- GOVERNOR ABRAHAM A. RIBICOFF of Connecticut, right, presents charter for 
sation, Liability, Burglary and newly formed Security-Connecticut Life Insurance Company to company officers. 
Plate Glass for National of They are Peter J. Berry, president, center, and Calvin N. Shepherd, vice president and 

: oe ses ' treasurer, The new company is the first ordinary life company chartered and still 

Hartford Group active in Connecticut since 1865. As a wholly-owned subsidiary of Security Insurance 

Dudley Shoemaker, Jr., assistant Company, it will encble the Security-Connecticut group to write practically all forms 
’ ‘ of insurance, 

vice president of Baltimore 
Life, has been named treasurer ing formed from an old charter tal and surplus. 

Arthur F, Lamanda and Robert mutual firm of the same name, Worth Insurance Company, Fort 
J. Malang have been appointed the new company will be a legal Worth, Texas, Cleaves Rhea, 
deputy superintendents of in- reserve company entitled to president, has been chartered 
surance in New York. write life, accident and health by the State of Texas. The mul- 

American Travelers Life Insur- and hospitalization insurance. tiple-line stock company will 
ance Company has been formed Through the proposed sale of write fire, casualty, and auto- 
in Indianapolis, Indiana, with stock more than $2 million is mobile insurance now, with 
Robert Stith as president. Be- expected to be raised for capi- other lines to be added. Capital 
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oayxy7x 


— Our New “705” Can't 
NOT Write Business 


A WELL-BALANCED COMPANY 


p 


\ 
QGY 


S 


WN 


Y We recently ordered one of IBM's 
New Business For First Half 7, new Type 705 “electronic brains. 


: The machine is fantastic. It does all 

Sets All-Time Record 7 sorts of mathematical gymnastics at 

lightning speeds and it has a “memory” 

New business for the first six months 7 unit in which data may be stored to 


S 


Uy 


of 1955 reached an all-time high of produce other data, 
$52,943,033. This represents a 27% But it can’t write business. That de- 
increase over the first six months tail will still be handled by our Type 
of last year, which was the previous high 1955 foree of Shield Men who this year 
for the company. will surpass all their own brilliant past 


J ieee records for growth. 
Life Insurance in force as of June 30, 1955 


was $889,193,287,. 
THE 


( ir T , Y -: a 
The tears NATIONAL LIFE 
FIDELITY MUTUAL y AND ACCIDENT 7 
LIFE INSURANCE COMPANY aria once tent ae 
THE PARKWAY AT FAIRMOUNT AVENUE Yj 
PHILADELPHIA * PENNSYLVANIA y MG GIAQ|Q WAY 
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is $200,000 and paid-in surplus 
is $200,000. 

City National Life Insurance Com- 
pany of Fort Worth, Texas, has 
been formed with Seth Barwise 
as president. An old line, legal 
reserve company, it will write 
savings and investment policies 
with emphasis on educational! 
insurance, 

Security Insurance Company of 
New Haven has announced a 
special stockholders’ meeting to 
vote on an amendment to its 
charter granting an increase in 
its authorized capital stock 
from $5,000,000 to $10,000,000. 
It is also seeking approval to 
sell privately 40,000 shares of 
cumulative preferred stock, 
thereby increasing its capital 
and surplus by $4,000,000. 
(SPECTATOR’S 1955 FFA, AAA 
A+, A+.) 

Broad Mutual Insurance Com- 
pany, Cyrus 8. Gorson, presi- 
dent, has been formed in Phila 
delphia, Pa. The company will 
specialize in automobile finance 
company accounts 

General American Life has an- 
nounced an increased dividend 
scale. It represents an average 
16 per cent increase over the 
current scale. 

Benefit Association of Railway 
Employees has entered the state 
of Maine, making the operation 
of the company nation-wide. 

Union Bankers has received li 
censes to do business in Dela 
ware, Florida, New Mexico and 
Utah. 

Lumber Mutual Casualty Insur- 
ance Company of New York has 
announced a name change to 
New York Mutual Casualty In 
surance Company 

American Christian Life Insur- 
ance Company has changed its 
name to American Life and 
Casualty Insurance Company 

Southwest General has received 
its license to operate in Arkan 
as, Georgia, and New Mexico 

Farmers & Merchants has been 
licensed to do business in Mis 
ourl. It was formerly known 
as the Tri-State Fire Company. 

Coal Operators Casualty Company 
has announced a change of 
name to Old Republic Insurance 


Continued on page 100 
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The Home Insurance Company’s current 
advertisement is designed to make the 


average homeowner more fully aware of 


It causes your prospects to appreciate 
the fact that insurance protection 1s 


as much a matter of the reputation of 
the man recommending it as it is the 
integrity of the company he represents. 


Your Home fieldman is ready to assist 
you in any way he can. Ask him! 


the many valuable services you can offer. 


advertisement 
appeors 


in color in 


U.S. News & World Report 
~ hug. 19 


Better Homes and Gardens 
— Sept 

American Home —Sept 
Nation's Business— Aug 
Town Journal—Aug 
Business Week —Aug. 13 
Newsweek—Aug 8 
Time ~ Aug. 8 
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in the American Pattern 


of PLANNED ACTION’ 


*THE 


today if you take “PLANNED ACTION” now 
Reserve Life—the company Strong as the Strongest 
Our biggest expansion program is sweeping 
Hawaii . from California to Florida 
available for men ready for General Agent capacity, 


Write us 


confidential 


today and of course, all information will be 


Opportunity is knocking at your door 


be with National Reserve Life. Write today! 


H. 0. CHAPMAN, Pres 5S. H. WITMER, Chm. of the Board 


} KA - HOUR FALLS 


FOR YOUR CONVENIENCE 


The reply card on page 80 of this issue can be used with two departments— 
Products and Services, page 78 and Contracts and Policies, page 84. 


By circling the appropriate number on the card, 
additional information about any numbered item. 
mailing this handy request for more data. 


WRIGHT BROTHERS 
reality of their dreams as the result of 
PLANNED ACTION, which resulted in 
man's conquering of the skies. 

You can soar into a profitable career 
and 
Enduring as Rushmore! 
forward from the 
and we have excellent opportunities 


contact 


considered strie tly 
and your 


OA, NATIONAL. RESERVE 
eZ LIFE INSURANCE COMPANY 


the reader 
No postage is required for 








KENTUCKY CENTRAL 
LIFE AND ACCIDENT 
INSURANCE COMPANY 


Home Office: Anchorage, Kentucky 





service to 


53 years of faithful 


our Policyowners. 


District Offices in all principal cities of: 


Kentucky, Ohio, Indiana, West Virginia, 
Pennsylvania and Tennessee. 








Continued from page 99 


made a ; 
Company. 


Zurich General Accident and Lia- 
bility Insurance Company has 
changed its name to Zurich In- 
surance 

London Assurance has made an 
offer to the stockholders of the 
Guarantee Company 

all the 

company. 
and 


National 
Company. 


Territory of 


Insurance 
of California to acquire 
capital stock of the 
The offer accepted, 
Guarantee 


future can 


was 


will continue opera- 


ow 
tion from the Los Angeles home 
office 
ment 


under present manage- 

as a member of the Lon- 
don Assurance Group. (SPECTA- 
ToR’s FFA rating 1955, London 
Assurance, AA+, A+, A+.) 

London Assurance, Manhattan 
Fire and Marine, Hanover Fire, 
Fulton Fire, Century Insurance, 
Pacific Coast Fire, Interstate 
Fire and Casualty, Pan-Ameri- 
can Casualty, Buffalo Insurance 
and American Global of Guam 




















may obtain 





Ole te ee ee ee ee ee ed 


You can t i complacency — 
you sell PEACE OF MIND! 


And yet, just what is the difference? Com- 
placency is a self-satisfaction born too 
often of a “can't do anything about it any- 
way" attitude . . . while peace of mind is 
the genuine satisfaction that comes from 


knowing that you've done everything you 





can to assure the fulfillment of your hopes 
and aspirations . . . and you've got to 


HAVE IT TO SELL IT! 


“Plan with Security” 





THE SECURITY MUTUAL LIFE INSURANCE COMPANY 


LINCOLN, NEBRASKA 
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Harold R. Lawson has been named presi- 
dent of National Life Assurance Company 
of Canada. 


¢ 


have been elected to member 
ship in the Association of Cas 
ualty & Surety Cos 


Potomac Insurance and Employ- 
ers Liability Assurance have 
become associated with the Bu 
reau of Accident and Health 
Underwriters. 


Planet Insurance has been elected 
to membership in the National 
Bureau of Casualty Underwrit 


ers. 


DIVIDENDS: Quarterly—Ameri 
can Fidelity & Casualty—$.30 
a share payable July 11 to 
stockholders of record June 30. 
Craftsman—%.10 a share pay- 
able July 11 to stockholders of 
record July 5, Fidelity and De- 
posit—$.90 a share payable 
July 30 to stockholders of rec- 
ord July 14. Fireman’s Fund 
$.45 a share payable July 15 to 
stockholders of record June 30 
The Home—$.50 a share pay- 
able August 1 to stockholders 
of record July 1. 


Regular — Insurance Company 
of North America $.624%%5 a 
share on $5 par capital stock 
payable July 15 to stockholders 
of record June 30. 


Other — Craftsman 100 ~—per 
cent common stock dividend 
paid on the basis of one share 
for each share held as of June 
30. Northeastern Life—ten-for- 
one split in stock. National 
Union Fire—$.50 a share pay- 
able June 30 to stockholders of 
record June 14. 
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REINSURANCE 
EXCLUSIVELY 


LIFE 
ACCIDENT 
HEALTH 


161 East 42nd St. New York 17, N.Y. 








————E 
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EMPIRE LIFE AND ACCIDENT INSURANCE COMPANY 


Home Office 


indianapolis 7, Indiana 


Over 200,000 policyholders in the State of Indiana 
Over $100 million of life insurance in force in the State of Indiana 
Millions Paid to Policyholders and Beneficiaries 


James M. Drake Joseph |. Cummings 
Chairman of the Boord President 
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werdict... 


By LUKE A. BURKE 
Member of the New York Bar 


Exclusion of Employees 


J. W. Owens was injured while 
riding in a truck of his employer, 
Cooksey, He was engaged in the 
course of his employment at the 
time. Owens was not covered, nor 
required to be covered, by Work- 
men’s Insurance. 
The truck was covered by an auto- 


Compensation 


mobile liability policy with an ex- 
clusion clause reading: 

“This policy does not apply: (d) 
under coverages A and C, to bodily 
injury to or sickness, disease or 
death of any employee of the In- 
sured while engaged in the em- 
ployment, other than domestic, of 
the Insured or in domestic employ- 
ment if benefits 
either payable or 
provided under = any 
compensation law.’ 


therefore are 
required to be 
workmen's 


Owens brought suit against his 
employer for his injuries and re- 
covered a judgment. He then 
brought a garnishee action against 
the carrier to recover the amount 
of the judgment. The Company 
contended that there was no cover- 
age because of exclusion 
(d). He was 
lower court, but on appeal it was 
held that there was no coverage. 
The Appellate Court’s reasoning on 
coverage was as follows: 

“It is the basic contention of the 
insurer that all employees of the 
insured, except domestic employees, 
(and these if benefits are payable 


clause 
successful in the 
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or required to be provided under 
any workmen’s compensation law) 
are excluded from coverage under 
paragraph (d) of the exclusions 
and that, therefore, it is not liable 
as garnishee or otherwise for the 
amount of the judgment recovered 
by the employee of the insured. 
“On the other hand, the appellee 
Owens argues that clause (d) un- 
der exclusions must be limited to 
employees protected by the provi- 
Florida Workmen’s 
Compensation Law, with the excep- 


sions of the 


tions of domestics as noted above 
He further argues that if clause 
(d) is ambiguous, it should be con- 
strued in favor of the insured. 

“In the case of Webb v. Ameri- 
can Fire & Casualty Co., 148 Fla. 
714, an exclusion clause in a simi- 
lar policy was before us. While the 
exclusion provision in that policy 
was not in the identical language 
as that in the policy now under 
consideration, we think the lan- 
guage of the two clauses is so sub- 
stantially the same that the deci- 
sion in the Webb case is controlling 
here. The pertinent language in 
the policy involved in the Webb 
case Was, 

“*This policy does not apply . 
to bodily injury or to death of the 
insured; or to bodily injury or to 
death of any employee of the in- 
sured while engaged in the busi- 
ness of the insured (other than do- 
mestic employment in the home), 
or in the operation, maintenance or 


repair of the automobile; or to any 
obligation for which the insured 
may be held liable under the Work- 
men’s Compensation Law. 

“The ruling of the lower court 
which we approved was that, ‘the 
Garnishee is not liable upon the 
policy, because the policy does not 
apply if the interest of the insured 
is other than as stated on the pol- 
icy, and because the policy does not 
apply to bodily injury of an em- 
ployee of the insured while en 
gaged in the business of the in 
sured.’ (Italics added) 

“An exclusion clause identical to 
that in the main case has been 
York Su- 
preme Court and there held to ex- 


construed by the New 


clude from coverage the employees 
of the named insured.” 
(Employers’ Liability 
Owens, Florida Supreme 


1955.) 


Assurance 
Corp. v. 
Court, February 4, 


Sponsor Not Responsible 
For Baseball Team 


While watching a baseball game a 
twelve-year-old boy was injured 
when a ball struck him in the eye. 
An action was brought on behalf of 
the injured boy against the com- 
pany who sponsored the team. The 
suit was based on the negligence of 
a member of the team. The com- 
pany supplied the baseball equip 
ment and uniforms to the team 
The name of the company was on 
the uniforms. 

The case went to the highest 
court in Ohio. It was held that in 
order for the infant plaintiff to re- 
cover he would have to show an 
agency or employment between the 
company and the player, i. e., the 
legal doctrine of respondeant supe- 
rior. Since there was no evi- 
dence that the 
exercised or had a right to exer- 
cise any direction or control over 
the conduct of the players, the 


company either 


doctrine of respondeant superior 
did not apply. The complaint was 
dismissed. (Toms v. Delta Savings 
& Loan Ohio 

Court, February 9, 1955.) 


Ass'n., Supreme 


Money Lost by a “Messenger” 
On Friday, April 24, 1953, 
Trad, vice-president of 
Trad Television Corporation of As- 
bury Park, New Jersey, had $1500 
cash in his possession belonging to 


George 
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the corporation. It was intended to 
be given to Robert Edwards, an- 
other officer of the corporation, to 
be used by the latter at an auction 
in a nearby town on Tuesday, April 
28. 

It developed that Trad met id 
wards and some other friends at 
his apartment that Friday night, 
and they all prevailed upon him to 
go to a nearby night club. At the 
night club were some 30 friends of 
Trad’s who were giving him a sur 
prise birthday party. The party 
broke up at four A. M. when Ed- 
wards went back to Trad’s apart- 
ment. At 8:30 A. M. Edwards was 
going back to New York and asked 
for the $1500. They then found 
that $1350 was missing. Trad had 
the money in his pocket before the 
party. A search of the apartment 
and the night club was fruitless. 
policy 
which Outside 
Premises: (a) For all loss of 


The corporation had a 
4 
Loss 


covered: 


money and _ securities occurring 
outside the premises and caused by 
the actual destruction, disappear- 
wrongful abstraction 


thereof while being conveyed by a 


ance, or 


messenger within any of the States 
of the United States, etc.” 

A suit was brought against the 
carrier by the corporation to re- 
cover the loss. The trial court dis- 
missed the suit after hearing the 
plaintiff's evidence. The Appellate 
Court affirmed the dismissal, say- 
ing: 

“The pivotal question is, did the 
loss of the money occur while being 
conveyed by a messenger? 

“The applicable terms of the in- 
surance policy and the reasonably 
contemplated of their 
effective idemnification seem to be 
distinctly intelligible. The obliga- 
tion of the plaintiff was to disclose 
by competent proof that the loss 


compass 


was in fact embraced by the insur- 
ance coverage, and the obligation 
of the court was to enforce the in- 
surance contract as it finds it 
written. 

“A limited precursory research 
of the decisions of our own State 
courts has failed to uncover a com 
parable previous judicial consider- 
ation of the range of a policy of 
precisely like terms encompassing 
the loss of money or securities in 
such anomalistic circumstances. 
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“In the determination of the pres- 
ent case little, if any, aid can be 
derived from decisions more con- 
trastive that comparative. We can, 
however, become indebted to some 
of them for the generally accepted 
definition of the word ‘messenger’ 

‘A “messenger” is defined by 
Webster to be “one who bears a 
message or an errand; the bearer 
of a verbal or written communica 
tion, notice, or invitation from one 
person to another, or to a_ public 


body; an office servant.’ The term, 


PEERLESS WORKS 


/ 
TE INSURAN 





by its falr import and significance, 
does not apply to a public officer 
acting In an original capacity in 
the discharge of duties imposed 
upon him by law, “but presupposes 
& superior in authority, whose ser 
vant the messenger is, and whose 
mandate he executes, not as a dep 
ity, with power to discriminate 
and judge, or to bind his superior, 
but as a mere bearer and commun 
icator of the will of his superior.” ’ 

“Without doubt the commonly 


Continud on page 104 
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E PROGRAMS 


Selling is made twice as 
effective with the exclusive 
“ORGANIZER” sales aid for 
Fire, Casualty and Bonding 
protection, One, it gives 
clients and prospects a clear, 
concise picture of their 
insurance program, showing 
the need for additional 
protection. Two, it refreshes 
the agent's memory, so that 
he knows exactly what kind 
of insurance to sell, And to 
make the handling of surety 
bonds as simple as A BC, 
there's the Peerless 
“simecivien’. All Peerless 
selling plans help you sell 
more, because they leave 
nothing to chance or 
memory ! Write for full 


details today ! 
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Verdict 


Continud from page 103 
recognized signification of the 
characterization of a messenger is 
indicative of one who performs the 
special or particular service of a 
bearer or carrier in transmitting 
the message or communication or 
in transporting the object essen- 
tially in the capacity of a bailee. 

“In the prosecution of the pres- 
ent action it must be acknowledged 
that the burden initially devolved 
upon the plaintiff not only to es- 
tablish in a prima facie degree that 
Trad was a but also 
that the 
being conveyed by him as such. 


messenger 
money was lost while 
“First and foremost, we do not 
perceive that the circumstances 
disclosed by the uncontroverted 
evidence tended to sustain the log- 
ical conviction that Trad came into 
possession of the money in the ca- 
pacity of a messenger as distin- 
guishable from his official position 
of the plaintiff 
company, and moreover, secondly, 
that he had yet 
pursuit of a messenger service. 
“His money 
was that of the plaintiff corpora- 


as vice president 
undertaken the 
possession of the 
tion. There was no bailment and, 
indeed, the transportation, the con- 
templated purpose of which was 
intended to be performed on or be- 
fore the following Tuesday, had 
not begun. The latter conclusion 
becomes inevitable from the ad- 
mitted fact that Edwards was reg- 
ularly employed in the same build- 
ing with Trad, actually present 
with Trad at the premises of the 
plaintiff on Friday, and in Trad’s 
immediate company during that 
evening and throughout the night. 

“We conclude, as did the trial 
judge, that the plaintiff’s evidence 
failed adequately to prove that the 
loss of the money occurred while 
it was being conveyed by a messen- 
ger within the import and meaning 
of the insurance policy.” Trad Tele- 
vision Corp, v. Hartford Accident 
& Indemnity Co., New Jersey Su- 
perior Court, Appellate Division, 
April 1, 1955. 


“Valued” or “Open” Policy 


question of 
“valued” or 


Litigation on the 
whether a policy is 


“open” seems to be on the increase. 
A very comprehensive and learned 
review of the subject is found in 
the case of Naiman v. Niagara Fire 
Insurance Co., New York Supreme 
Court, Appellate Division, May 10, 
1955. 

The plaintiff insured her jewelry 
and furs and the policy stated it 
was “for the sum of $51,650.00... 
attached or as 

Attached to 
schedule listing 


as per schedule 
scheduled below” 
the policy was a 
and describing seventeen items of 
jewelry and six items of fur, and 
allocating a specified amount of the 
aggregate insurance for each ar- 
ticle. Before issuing the policy, the 
defendant required the 
plaintiff to furnish it with written 


appraisals of value for each item 


- Carrier 


There was a loss and a law suit 
followed. The jury found that ar- 
ticles of jewelry insured for a total 
amount of $40,500 had been stolen 
from the plaintiff. The trial judge 
charged the jury that the policy 
was a “valued” policy and that “the 
amount recoverable is the amount 
stated in the policy without regard 
to the actual value of that item at 
the time of the loss.” 

The Appellate 
the trial court holding that the pol- 


Court reversea 


icy was not a “valued” one. In a 
well reasoned and interesting opin- 
ion the court said 

“Policies like the one in this 
case, insuring against hazards to 
property, are agreements of indem- 
nification. They are designed to 
compensate an assured for the ac- 
tual property loss he has sustained. 
In the more familiar form of cov- 
erage—the so-called policy 
as distinguished from the valued 


‘open’ 
policy the amount of insurance 
set forth in the policy is only a 
statement of the limits of cover- 
age. Up to but not exceeding these 
limits the insurer will pay the ac- 
tual value of the property loss—an 
uncertain amount at the time the 
policy is underwritten. Therefore, 
the limits of coverage of an open 
policy are no evidence of the extent 
of the loss or the value of the prop- 
erty lost. 
“There can be no objection to 
predetermining the amount of the 
possible loss on some basis reason- 
ably calculated to fix the fair value 
of the insured property. Conceiv- 
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ably, to fix value beforehand may 
often be a truer method than to 
explore value after the event in- 
sured against has caused the loss 
or destruction of the property to 
be evaluated. And many assureds 
and insurers are genuinely moved 
to work out some basis for the 
avoidance of unpalatable haggling 
and burdensome negotiation or liti- 
gation about value in event of loss. 
Of course, a valued policy may not 
disguise a wagering contract or be 
used as a vehicle for fraud. 

“Ordinarily the amount of insur- 
ance set forth in the policy is the 
measure of coverage rather than of 
damages. ‘. . . The mere state- 
ment of the amount of insurance 
does not create a valued policy.’ 
(St. Paul Fire & Marine Ins. Co. 
v. Pure Oil Co., 63 F. 2d 771). In 
the leading case of Lee v. Hamilton 
Fire Ins. Co., 251 N. Y. 230, the 
Court of Appeals set great store 
by the necessity for inclusion of 
precise words of valuation in the 
policy : 


“Valued at” 

* *A valued policy is one in which 
the words “valued at” appear and 
the amount at which the property 
insured is “valued at” definitely 
fixes the liability of the insurer 
and is conclusive on the parties .. .’ 

“Nor can plaintiff be heard to 
complain that she was misled by 
the policy language. Of course, 
words in an insurance contract are 
to be understood in their plain, 
ordinary and popular sense. . . But 
the clear meaning of these unam- 
biguous and unequivocal _ policy 
provisions is that plaintiff’s recov- 
ery is limited to the actual amount 
of loss or damage. And a sensible 
consideration of other aspects of 
the policy by a layman would lead 
to the same conclusion, 

“For example, the policy was 
written for a three-year term. Six 
items of fur were covered in a total 
amount of $12,500. Surely plain- 
tiff did not believe that the insur- 
ance company had agreed to pay a 
fixed and immutable amount over a 
period of three years for such fast- 
depreciating articles as expensive 
furs.” 

The court then sent the case back 
for a new trial to determine the 
actual value of the loss. 
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Table 1—Current Underwriting Practices and Procedures 


for 120 Life Companies 


Standard Policies 
Written on Ages Non - Medica 


Juvenile 


Written Separately 
Acacia Mutwel ts no 

deme Life 

Aid Aven, for Leth , 

American Life b A,, Me, . 

American Mutua! 


Amaricon United 
Amicable Lite 
Atientic Lite 
Boltimore Lite 
Bonkers Lite, be 


Bonkers Lite, Meb 
Bonkers Mutwe!, Ii, 
Bankers Motions! 
Bonkers Union 
Beneficial Lite 


Berkshire Lite 
Boston Mutual 
Business Men's 
Calitornia- Western 
Canade Life .. 


Coreline Lite . 
Central Lite Assur. 
Conte! Stenderd 
Columbion Mutue! 
Columbien Metione! 


' 


Columbus Mutve! 
Connecticut Generel. . 
Connecticut Mutua! . 
Continentel Americen.. 
Continental Assurence.. 


> 
> 


ceed s 
SSeSt SSESS SBSEE 


~ 


Country Lite... 
Equiteble, lowe 
Equiteble, W.Y.. 
Formers and Bonkers 
Federal Lite, il 


' ' 


coceoco 
' 


Fidelity Mutue! 
Franklin Lite 
Genere! Americen 
Glebe Lite 

Greet Souther 


Great+ Veet, Conde 
Goerentee Mute! 
Guerdion Life. 

Gull Lite 

Home Lite 


Home Lite, Pe 
Hoosier Farm Bureey 
Indianapolis Lite 
Jetlerson Stendord 
John Hene oct 


Kensas City Lite 
Koights Lite 
Leteyerte Lite 
Liberty Lite, $.C 
Lite ins. Co, of Vo 


Lincoln Mettene! 

Manhetton, MY epcceoeceoes 
Menutecturers, Conede....... 
Maryland Lite. ‘ 
Messechusetts Muteel.... 


& 


Metrepetiten Lite 
Midlend Mowe! . 
Minnesote Mutue! 
Medern Weud mer 
Menerch Lite, Mons 


' 


Monuments! Lite 
Mutual Benefit, HJ. 
Mutual Lite, H.Y 
Mutwol Trost Lite 
Metione! Lite, te 


yes 


yes 
yes 


Notions! Lite, V+ yes 
Netiene! L. & A. 
Metione! Mutee! Benefit .. 
Merienal Reserve 

__New Engiend Mutwe! 


yes 
yes 
ne 


ceecve 
' 
SUses BESES BESB 


eccceo 
’ 


yes 
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Practices and Procedures (cont'd) 


Northwestern Muty 
Northwestern Mor 


0 dente ( 


Praet 


Prudentic! be © 70C 


10,006 
10, 004 
5,000 


Provident L. & & 
Provident Mut 
Puritan | ife 
keput n 10,000 
Security b 10,000 
10,000 
10,000 
10,000 
10,000 


Security & 
Security Mutu 
Shenandoot 


South le ne 


Southwesterr 


7,500 
10,000 


Stendord Lite 
State Lite, inc 
Stote Mutvel 


Sun Lite 


Sun Life 
Texes 
Travelers ins 
Union Centro 


Unien Leber 


Union Mutue 200 


,500 
5,000 


Union Netione 
United Benetr 
United insurance 


2,500 
United L. BA 


10,000 
Volunteer Stote s 10,000 
P 7,500 
M 7,500 
7,500 
5a 


FOOTNOTES 


Washington Notions 
West Coost L ite 
Western Lite 


Wisconsm Metione 


August 1955 





Table 2—Current Underwriting 


for 120 Life Companies 


‘ 


Ainenint , i 0 Sroup 


Acacia Mutua! 

Aetne Lite 

Aid Aven, for Luth 

American Lite BA, Mo 

Americon Mutual 10,000 


American United 

Amicable Lite , 5,000 

Atlantic Lite 20,000 

Boltimore Lite ' . 

Bonkers Life, bo 20,000 ’ Al 


Bonkers Lite, Neb 7,00 7 2 
Bonkers Mutual, Hi 10,000 AT A112 
Bonbers Motione! 10,000 Al7 no 
Bonkers Union see al a0 
Benelicio! Lite 15,000 810 615 


Berbohive Lite 10,000 Aa Al2 
Boston Mutual see 7 2 
Business Men's 4 AB10 ABIS 
Caltlernia — Western 15,000 A 10 al 
Conede | ite 10,000 7 W 


Caroline | ite 1 Al W 
Cantal Lite Aseur, 10,000 yes ne 
Central Stenderd 10,000 7 2 
Columbien Mutual ° eee as 
Columbien Motion! 2,500 


Columbus Mutue! one eee 
Connecticut Generel 25,000 
Connecticut Mytuel 10,000 
Continemal American 30,000 


Continental Assurance 10,000 


Country Lite 

Equitable, lows . oe 
Equitable, 4.7. ’ 10,000 
Farmers ond Bankers eee eee 
Pederel Lite, tl. 5,000 


Fidelity Mutual 25,000 
Franklin Life . 

Genera! American , oO 
Globe Lite 

Greet beouthern 


Great West, Conede 
Guarentee Mutual 
Guerdion Lite 

Gulf Lite .... 
Home Life 


Meme Life, Pe. ...+.. oe es 7 

Hoosier Form Bureav.. Al it 
lndienepolis Life .....+. > 15 
Jettersen Yenderd . ae 12 
Joba Weneoek occ. ccns al 2 


Keneos City Lite A? 10 
Kaighte Life oc ccc cccnee Al 2 
Lateyette Life on cscs: y ne 

Liberty Lite, &C. . 7 2 
Life tne, Co, of Vo A” A1S5 


ABa AB Al2 ne 

4EE ASEE AIDEE AI7TEE 

Aad Al al ne 

Ad a’? Al a’ 
ABSFF AI0GG All 


Lincoln Motions! 
Menhetton, MY. 
Menulocturers, Conede 
Merylend Lite 
Messechusetts Mutve! 


63) JJ KK 
AS A? 
Aas At 
no Al? 
as 810 


Metrepeliten Lite . 
Midlend Mutvel 
Minnesota Mutual 


Menerch Lite, Mees. . 


Monumental Lite 
Mutue! Benefit, MAJ. 
Metvel Life, N.Y 
Mutual Trust Lite 
Metione! Lite, te. 
Maetional Life, Vt. a? 
Motions! L. & A 
Motions! Mutwel benetit 
Notions! Reserve 

New Englend Mutve! 


fe 
ne ne 
a? Al 
ABI10| ne 
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North Americon Accident 
North American L. & € 
Northwestern Mutue! 
Northwestern Nationa! 
Occidental, Colifernie 
Ohio State 
Pacific Mutual 
Pan-American 
Peninsuler Lite 
Penn Mutuel 


Peoples Life, Ind 
Philadelphia Lite 
Phoenix Mutual 
Pilot Lite 


Praetorians 


Prudential insurance 
Provident L. & A 
Provident Mutual 
Puritan Lite 
Republic Netionel 


Security L.& A 
Security Lite & Trust 
Security Mutuel, N.Y 
Shenandogh Life 
Southland Lite 


Southwestern Life 
Standard Lite, Ind 
Stote Life, ind 

Stete Mutuel, Moss 
Sun Life, Conadea 


Sun Lite, wd 
Texos Lite 
Travelers Ins 
Union Centre! 
Union Labor 


Unien Mutuel 

Union Netional! 
United Benefit 
United Insurance, II! 
United L. BA 


Volunteer State 
Washington Notional 
West Coast Life 

n Life 
Wisconsin Notione! 


Nomrenewable 
Renewabie 
With Insurance 
Without Insurance 

Monthly 

As initial term with ord. lite 
Stenderd risks only 
Neon-renewable, 


za wzmone>r 


plons 

By use of family income rider 
Minimum $20 monthly premium 
Convertible up to age @ 


zerxue 


monthly income 

Retroactive 7 years only 

$25 in premiums 

Minimem monthly premium $2 per policy 
$5,000 minimum policy 

As rider 

Except policies under $2,500 are 8.83 
Convertible for 2) years or to age 65 
Term to age 70 convertible te age 65 
And betore age 60 


Upon conversion of modified lite plans 


7 


With Inswronce and Annvities 
$50 monthly premium 
Me minimum omount, minimum tote 


Life « 


= 
O@rn«<x«xaecCHetwotoz 


33 


ectancy term 
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moy only be issued with « companion besic 


Non-renewoble, convertible during 1st 7 yeors 
Under femily income rider with provision for payment of commuted value at death 


10 lives end $20,000 required to install while 5 lives and $10,000 required te meintoin 
Convertible os of original age within 4 years os of attained age within 8 years 


Individual consideration, regular rules apply 


moathly premium $25.00 non 


Table 2—Current Underwriting 


RR 10,000 
$s 


15,000 


$5,000 


5,000 


vv 
0,000 
YY 


10,000 


10,000 
10,000 
20,000 
10,000 


10,000 


5,000 
5,000 
20,000 
5,00 
20,000 


10,000 
40, 000 
8,000 
15,000 


20,000 


PP 15,000 
10,000 
6B 


FOOTNOTES 


ee 
FF 
GG 
HH 


With exceptions 

Te age 62 fer renewable 
Betore age 62 

Grow Annuities 

89% 


premiums of $10.01 o more 


fer policies with monthly premiums 
Convertible during term 

Renewable but ot ages 54 to 64 for term of 
Qn policies $5,000 oF over 

tage @ 


Home office only 


On certain permenent 


policy 


Also preferred $5. plom min 
$100.00 


mum total monthly premium 
Policy term less 5 years 


Ov 5 tor $15,000 


Minimum monthly pre 


astead of 


Non-porticipat 
8.7 ter Annwiti 
$10 per 


Detersed 


Minimum policy $1,000 


month prem) um 


Non-renewable ond renewable por is 


shown 
Discretionary 


Decreasing term rider with lite 


Vemrenewable. Retrooctively 7 years only 


«l'eing Family income Kider in combinetion 


Priet to age 55 if in borce under 


Venewable, convertible up te age 


Whole Lite only 


Renewob onvertible lst period 


* once 
onvertible | 


ewable once +? period 





y premium on each $10.00 


renewable 


ot endowment pol ic 
with permanent type policy 


vriginel of renewal 


4 years 


7 years of second period 


Table 3—Non-Forfeiture Provisions 


for 120 Life Companies 


WN 

Flector 
Automat 
Iptor 


¥ 


Acecie Muwal 160 8021/2 2 Ext. Term onytime 
Aeme Lite. ‘ y 6me, KE21/41L721/72 Ext. Term 5 yeors 
Aid Asen, For Lutherans cso721/72 Prem, Loon 5 yeors 
American . & A, We cw Ext. Term 0 2 yeors 
American Mutwol C$021/4 Ext, Term anytime 


Americon United cso 721 Ext. Term 5 yeors 
Amicoble Lite cso 3 Prem. Loon onytime 
Atlantic Lite cso 3 Ext. Term 5 years 
Baltimore Lite cw72! Ext, Term } yeors 
Bonkers Life, le 21 Ext. Term 5 came 


Bonkers Life, Meb Ext, Term onytime 
Bonkers Mutwal, il! cs Ext. Term 5 yeors 
Bonkers Motiona! 7 Ext. Term : 5 yeors 
Bonkers Union Ext. Tere 5 years 


Benelicial Lite y Ext. Term 5 yeors 


Berkshire | ite Ext. Term 5 years 

Boston Muwal Ext. Term years 

Business Men's . Ext. Term yeors 
y 


CalibomiaW ester 7 Ext. Term 
Conede Life Ext, Term years 


Coroline Life " Ext. Term ° 3 yeors 
Central Life Aseur Cs$0 2 Ext, Term d 5 yeors 
Central Standerd. ... cso21 Ext. Term , 5 yeors 
Columbion Mutua! 2 cso721 Prem, Loan enytime 
Columbien Metione! - cso21 Ext, Term ony time 
Colombes Mutwel .., $0 21/2 Gxt, Torm 5 yeors 
Connecticut General 2 KK 2 1/4002 1/2 Ext. Term onytime 
Connecticut Mutvel cso2i172 Ext. Term 5 years 
Continental American C80 2,21/2 Ext. Term 5 years 
Continental Assurance KK21/4LL 212 Ext, Term 5 years 


Country Lite , 7 Ext, Term anytime 
Equitable, lowe . y Ext, Term c 3 yeors 
Equiteble, 4. Ext, Term 5 yeors 
Farmers ond Bonkers Ext. Term 3 yeors 


Federal Lite, tii Ext, Term anytime 


Fidelity Mutual cso 2 Ext. Term 5 yeors 
Franklin Lite cso3 Ext, Term 5 years 
General American cw? Ext. Term 5 yeors 
Globe Lite. cso 3 Paid-Up 3 yeors 
Great Souther KK2I/2UL3 Ext, Term. onytime 


Great West, Conede UcS021 Ext, ins 3 years 
Guerentee Mutual cso 21 Ext, Term yeors 
Guerdion Lite ¥cs0 21 Ext, Term y 

Gull Lite . cso 3 Prom. Loan 5 yeors 
Home Lite, HY W217 . Ext, Term 3 yeors 


Home Lite, Po cso} Ext. Term » 3 yeers 
Heesier Form Bureau cso Ext. Term anytime 
Indienapelis Life cso Ext. Term 5 years 
Jetersen Stendord cso Ext, Term 5 yeors 
John Hancock xt, Term 5 yeors 


Kenses City Lite “ Ext, Tere 7 5 yeors 
3 


Knights Lite 1/2 Ext. Ins yeers 
Letoyerte Lite V2 Ext, Term onytime 
Liherty Life, $.C. . Ext. Term S yeors 
Lite tne, Co, of Ve Term 5 yeers 
Linceln Metione! . Term 5 yeors 
Menhettan, ¥.¥ Term 5 yeors 
Manulecturers, Conede Term 3} yeors 
Merylend Lite . Term 5 years 
Messechusetts Mutual Term 5 years 
Mewepolition Life Term 
Midlend Mutwel Term 
Minnesota Mute! 214 . Term 
Medern Woodmen os Term 
Monarch Lite Term 


Term 
Ext. Term 
Ext. Term 
Ext. Term 
Ext, Term 


Monumental! Lite 
Mutwel Benefit, HJ 
Mutuel Life, H.Y. 
Mutuel Trost Lite 
Notional Lite, te 


Ext, Term 
Ext. Term 


Metione! Life, ¥. 
Notions! L. & A, 
Metione! Mutve! Benefit 
Netione! Reserve 

Mew England Mutvel 


Ses S838 


Prem. Loon 
Ext, Term 
Ext. Term 


ew 
o- 
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Table 3—Non-Forfeiture Provisions 


tilnaed 


P asd-p mance 


North American Accident 
orth American L. & 
Northwestern Mutual 
Northwestern Netione! 
Occidental, Californie 


Ohic State 
Pacific mutual 
Fan Americon 
Peninsular Lite 
Penn Mutual 
Peoples Life, Ind 
Philedelphie Lite 
Phoenix Mutue! 
Pilot Lite 


Proetorions 


Prudentia! insurance 
Provident L. BA J ‘ ‘ ytime 


Provident mutue! yeors 


Puriton Life , “ - y anytime 


Republic Notional S$ yeors 
Security L. 2 A 

Security Life & Trust 1-3 or “ 2 years 
Security Mutue!, N.Y 1-2-3 5 ° yeors 
Shenondooh Life A Modif 5 r 5 yeors 
Southland Lite 1 § J 7 "© » i years 
Southwestern Life anytime 
Standard Life, ind ‘ ! . ¢ " e 5 years 
State Life, Ind... ° paytime 
Stote Mutual, Moss years 
Sun Life, Conede 5 years 


Sun Lite, Md - no « anytime 


Texas Life anytine 


Trovelers ins years 
Union Central yeors 


Union Labor 5 years 


Union vutvel 

Union Nationa! 
Mnited Benefit 
United Insurance, til 
United L.A A 


Volunteer State 
Washington Notional 
West Coast Life 
Western Life 


Wisconsin Notional 


FOOTNOTES 


Standard Non-Forleiture value method V CSO Table, 2's on single » 

Policy states three months W CSO Teble modilic 

Participating policies participate non-participe plicies d ° X Sis months tor extended term » years for paid-up 
Company practice to permit cash values Y Adjusted premium cash value 

Company practice permits Z Must poss medical exam and poy up back premiums 
in current policies AA Mot leas stringent than 1941 CM 2.75% Font 
Over 500 BB Price to ond of first policy year in certain instances 
Paid-up if the premiums due included extra sub-standard CC in edvence 

Within 62 deys of default without evidence of insurability DO Whenever developed by formula. Th 

Except where risk is substandord at time of lapse at which time outemat ' s reduced premium has been paid 

poid-up EE Me provision in policy 

Policy states 6 months FF Except tor some children's plans of certain ayes 

Vf within three years of conversi« 2 4 ’ GG Within five years of the date of unpaid premiums 
American men's Ultimate, | ot HH When eveilable 

Varies by plen JJ Special WL. CSO, 24% 

Method at least as feveraule to policyhe anda KK Participating CSO 

pounts LL Men-perticipeting CSO 

Whenever first cash value appear (usually 2 Mid 24% on Men-participating “Series 75°° with 425,000 
Immediate payvent of claims 


Granted under certain conditions Betore reinstatement oll companies require setistactory evidence 


Non-participating Life and inde 





PUBLISHER'S NOTE: These three tables dealing with the under- pany information or advertisements on the first and last pages. 
writing practices of 120 life companies—from pages 106 through Write to Reprints, The Spectator, 56th and Chestnut Sts., Philadel 
11! here— con be reprinted as an eight-page folder with com- phia 39, Pa., for rates and more information 
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Confidence .. . 


The confidence of the American 
public in life insurance is reflected by 
the continued growth and strength of this 


industry. 


Monumental Life is proud of its 
share of this confidence as revealed by its 
latest insurance in force amount of more 
than $825,000,000.00. 


MONUMENTAL LIFE 
INSURANCE COMPANY 


Chartered 1858 


Home Office 
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ified, Western and Southern Life 
unlimited opportunities; liberal contract, 
adorn training and service facilities. 


THE WESTERY AND SOUTHBRY LIFE INSURANCE COMPANY 


CINCINNATI 


wt Mutual Company 
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= LOYALTY GROUP=== 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


ASSETS 
Cash 
Mortgage Loons « 
Bonds and Stocks 
terest due and accrued 


Agents and Deportmenta 


Ba ances 
Reol Estate 


Equity in Marine a 
Pox 


surance 


7 ther Assets 


Total admitted assets 


Real Este 


DECEMBER 31, 


$ 6,504,48272 
ate 965,857 92 
147 618,784 78 

171 904 67 


3,799,979 91 
3,213,500.00 
9,022, 449.1) 
1,455.742.29 


$172,752,301.40 


Reserv for Losses 
Resery 
Reserv 
Reserv 
Funds held 


A 


1954 


LIABILITIES 

$ 18,869,733 29 
1,641 500.00 
54,999,364 9 
2,459,097 50 


for Lows Expenses 
for Uneorned Premiums 
for Taxes and Expenses 
under Reinsurance 

7 836,740 08 
79.18 


Treaties 
ther Liabilities 1,104 


10,000 000.00 
75,901 686.746 


Capital 
Net Surplus 


Tetal $172,752,301.40 


SURPLUS TO POLICYHOLDERS $85,901 686.76 


rried at $3,290,509 33 in the obove statement ore deposited os req 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


1954 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


1954 





DECEMBER 31, DECEMBER 31, 
ASSETS LIABILITIES 


Cash 4 35 " tve | ses 


ASSETS LIABILITIES 
Mortgage Loans 
"Bonds and Ste 
nierest due ar 284.672 % 


Agents ond Departmenta 


lances 


26,299 08 
1,000,000.00 

4 047,931.91 
$15,214,976.81 


935,89) 86 


Reol 160,000 0¢ Capitel Capital 1,000,000.00 


Estote 
269,713.05 


All other Assets 400 669 # Net Surplus Net Surpive 6419,958.23 


Total admitted assets $15,214,976.81 Total Total admitted Assets $15,619,063.99 Total $15,619,063.99 


SURPLUS TO POLICYHOLDERS $6,647,931.91 


es corried at $795,92 the ahove statement are 


SURPLUS TO POLIC 


t $1,822,477 09 tt 


YHOLDERS $7,419,958.23 


deposited os requirec o Securities carried a bove sta - ‘ s req 





ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


1954 





DECEMBER 31, 1954 


ASSETS LIABILITIES 
P 839 ASSETS LIABILITIES 
ash " 5 


Mortgage Loons on Real Estat ] ve for Loss Expens 465,500 00 ‘ $ 34,471.83 Reserve f xe 4 Expenses$ 


"Bonds and Stocks 5,579 819 80 Capital 100,000.00 


603 582 50 Net Surplus 362,343.76 


Interest due and accruec 

51.729 61 
3,000,000.00 
15,121,239.08 


Agents and Depaortmente 


Bolances 


Capitol 


ther Assets Totel admitted Assets $466,207.08 $466,207 08 


Net Surplus 


Total admitted Assets $40,372,9869.36 Total $40,372,969.36 


SURPLUS TO POLICYHOLDERS 


wried at $2,754,3) } the at « ste 


SURPLUS TO POLICYHOLDERS $462,343.76 


$18,121,239.08 


‘ wired by ecurit $55,601 8 teme eposited 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


1954 1954 


OECEMBER 31, 


ASSETS LIABILITIES ASSETS LIABILITIES 


2,158,645.87 eserve for Loss $ 18,433.96! 00 
792 %4 1_779.775.00 


3,366,920 06 


2,000,000.00 Capital 2,000,000.00 
12,326,105.06 ther 


$49,896,233.85 


Capital 


Assets 4 Net Surplus 13,500,276.92 


$57 A487 834.05 


ther Assets 2 51.19 


Net Surplus 


Total admitted Assets $49,690,233.85 Tetal Total admitted Assets Tetel $57 A487 834.05 


SuRePius TO 


SURPLUS TO POLICYHOLDERS $14,326,105.06 
5 ' ted 


ed ot $4,440.75 the above stateme » deg 


POLICYHOLDERS $15,500,276.92 


692,140 ® 


HOME OFFICE 


NEW JERSEY 


Western Department 


10 PARK PLACE, NEWARK 1, 


Foreign Department 


102 Maide «, New York 5, New York 





